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WERE HARD AT IT, DEALERS! 


Not that 


substantial timber 
resources and plant facilities 
of magnitude are enough in 
themselves to regain normal 
production. They still require 
manpower and maintenance 


supplies. 


Yet, short as these are, what 
can be done, is being done 
to the utmost in a sustained 
effort to increase the flow 
of Fordyce and Crossett 


lumber to your yards. 


Fully aware that the unpre- 
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TREATED LUMBER 


cedented need for shelter is a 
challenge to the lumber industry, 
confident that the industry will 
meet that challenge, these pio- 
neer enterprises are doing their 
part .. . by constant vigilance 
in capitalizing every favorable 
break on the _ production 
front . . . by jealousy safe- 
guarding Fordyce and Cros- 
set quality standards . . . by 
distributing fairly to each 
customer his pro rata of what 


is produced. 


Crossett, 





FORDYCE-CROSSETT SALES CO. 


Fordyce, J . 
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SECTION TWO Practical Plans for Modern Homes 


A ighlighte oF THE ISSUE 


The main feature of this issue is the separate Practical Plans for 
Modern Homes booklet. Contained in it are over 50 plans which 
have proved successful, reprints of the most popular homes appear- 
ing in earlier issues of the magazine. In addition it helps prospec- 
tive home builders by describing how to choose a good home site 
and how to determine the best financing schedule for them to 
follow. It helps the dealer by suggesting to the future home builder 
that he go to the dealer for assistance in building from the time 
the home is a dream until he is ready to move in. There is also 
an article on page 26 which tells in more detail what the booklet 
contains and how the dealer can use it to his best advantage .. . 
Complete details of. new housing order, all its ramifications and 
what each will mean to lumber dealers discussed on page 20... 
Throughout the past months dealers have been urged to offer 
“one-stop” service to his customers. In the article on page 24, the 
details for handling satisfactory package home selling are de- 
scribed, and the experiences of several dealers who have tried 
package selling are discussed . . . In answer to a letter from a 
reader who requested the magazine to work out a petition to Con- 
gress to be signed by members of the industry requesting abolition 
of OPA, AMERICAN LUMBERMAN published a ballot in the March 
16 issue to determine how dealers felt about such a petition. Be- 
cause of an overwhelming response in favor of abolition, such a 
petition has been prepared and is presented on page 27 along with 
an article giving the breakdown of the results of the ballot. Com- 
plete coverage on the Indiana Lumber and Builders Supply asso- 


ciation appears on page 28 with pictures of many of the members 
and speakers. 





en Asset 


Your customers’ investment in Puritan 
Sash Cord pays handsome dividends in 
dependability, extra long life and out- 
standing performance. Because Puritan 
quality actually exceeds the rigid strength 
requirements set up by the U. S. Govern- 
ment, it continues in active service years 


longer than ordinary sash cords, 


This extra service means extra econ- 


omy ... extra satisfaction for the user 





--. extra years before costly replace- 


PURITAN 





ments must be made. And yet the dif- 
ference in initial cost is so slight that 
substitutes of less than Puritan quality 


represent false economy. 


Recommend Puritan Cord for new 
installations and all replacements. . . . It 
builds customer confidence and good 


will. There is no substitute for quality. 


PURITAN CORDAGE MILLS, INC. 
LOUISVILLE, KY. 


manufacturers of sash cord, clothes line 
and braided and twisted cotton cords 


SOLID BRAIDED 
WILL NOT STRETCH 
re ee ee 
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WAGE-PRICE POLICY 


Building industry must have 

WSB approval before raises 

How the revised wage-price pol- 
icy issued under Executive Order 
No. 9697 will effect the lumber 
dealer is too early to predict. The 
Office of Economic Stabilization is- 
sued another 10,000 words of “clar- 
ification” and interpretation of this 
order. Below are a few highlights 
of the order in question and answer 
form. 

Q. When do I need to get ap- 
proval from the War Stabilization 
3oard for a pay boost? 

A. Technically, you are not re- 
quired to get any approval what- 
soever—unless you want to use that 
increase as the basis for an appli- 
cation for higher prices to the 
OPA. Employers in the building 
and construction industry must 
have government approval. 


Q. Are any types of increases 
permissible without prior ap- 
proval? 

A. Yes. Any employer is per- 
mitted to grant certain “fringe” 
boosts without having to clear with 
the WSB—and still retaining the 
right to go to the OPA. 

These “pre-approved” fringe in- 
creases are: 

1. Night shift differentials of not 
more than five cents for the second 
shift and 10 cents for the third 
shift. 

2. Vacation with pay up to one 
week after one year’s employment 
or two weeks after five years’ serv- 
ice. 

3. Payment for not more than six 
holidays. 


Q. How much of a wage increase 
can I give and still be eligible for 
price relief consideration? 

A. One of the most important 
vardsticks to be used under the 
new wage-price policy will be the 
“general pattern” formula. Gen- 
eral patterns will be formulated and 
announced by each of the regional 
offices of the wage stabilization 
boards. The patterns will generally 
be set on industry-area bases. 

Q. How can I find out if a gen- 
eral pattern has been set for my 
industry ? 

A. Usually the patterns will be 
announced by the regional boards 
and made public. 


Q. Where do employers in the 


NEWS THEN 











REPORTS AROUND THE NATION, especially those issued by 
the U. S. Department of Commerce, indicated that building of all 
types is steadily increasing. However, these reports also indi- 
cated that shortage of materials—lumber, brick, nails and count- 
less other items—slowed building to a mere fraction of what it 
should be. In Denver, a survey showed 1,834 dwellings, enough 
to eliminate the city’s critical housing shortage, stand uncompleted 
because of a shortage of certain items. Spurred by lumbermen 
all over the country, the OPA granted a limited number of price 
increases, but dealers were expected to absorb these increases 
in most cases. Plagued by OPA price policies, the industry was 
trying to interpret the ‘clarification’ of the latest wage-price pol- 
icy from the War Stabilization Board, in which employers in the 
building and construction industry were singled out for especial 
attention. The Wyatt housing program remained in the hearing 
stage in the Senate. This did not prevent the Senate from ap- 
proving the President's request for 250 million dollars for an addi- 
tional 100,000 temporary dwellings for veterans. The aviation 
industry announced plans to enter the housing industry by un- 
veiling an aluminum dwelling of radical design. Meanwhile, 
conventional builders wondered if and when they would get suffi- 


cient supplies to build. 


— 





building and construction industry 
apply for approval of a wage in- 
crease? 

A. Blank forms (No. 44) secured 
from the nearest Wage and Hours 
office are filed with the Wage Ad- 
justment Board, Department of 
Labor Building, Washington, D. C. 





Lumber enough to build 20,000 small homes 

is said to be stored by the military in San 

Francisco. Lumber in the yard above is al- 
ready showing signs of dry rot. 


SHORTAGES 


Lack of materials leaves 

Denver homes unfinished 
HILE GOVERNMENT '$ssta- 
tistics indicate that new 
construction, including residential 
building is steadily increasing 
throughout the Nation, the fact re- 
mains that thousands of separate 
building programs stand half com- 


AMERICAN LUMBERMAN, March 30, 1946 


pleted for lack of materials. 

In Denver, Colo., according to a 
survey made by the Denver Asso- 
ciation of Home Builders, comple- 
tion of 1,834 dwelling units is hin- 
dered by lack of materials short- 
ages. If it were not for this short- 
age of materials, the builders claim, 
the city’s critical housing shortage 
could almost be wiped out within 60 
days. 

Two major barriers prevent the 
completion of these homes. 

1. Actual scarcity of materials. 

2. Inability to obtain what ma- 
terials are available because of cer- 
tain government priority regula- 
tions. 

Of the 1,834 partially completed 
units, 1,446 are individual homes of 
which 738 are at a complete stand- 
still for lack of materials or labor. 


Need Doors Badly 

No doors have been received in 
Denver since last September, the 
survey showed. And 13,953 doors 
are needed to complete the 1,834 
living units. 

Lumber and flooring are two 
other bottlenecks. Based upon pres- 
ent receipts by local distributors, 
there seems to be little chance that 
enough lumber can be secured to 
complete the units already started 
for another six or eight months. 
Even when flooring is received it 
cannot be made available for homes 
now under -construction, according 
to Stanley Brandenburg, executive 
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vice president of the Denver Asso- 
ciation of Home Builders. 

“We are reliabl y-informed,” 
Brandenburg said,*“that no manu- 
facturer of hardwood flooring can 
obtain the necessary wood unless 
he agrees in advance to sell the fin- 
ished product back to his supplier; 
that supplier will sell only to those 
customers living within certain 
shipping distances where he can 
obtain the most money under exist- 
ing ceiling prices—and none of 
those customers are in this area.” 

To complete the 1,834 residential 
living units now in various stages 
of construction, the following ma- 
terials must be obtained, according 
to a checkup with 110 builders who 
are doing the construction: 

Face brick 5,336,334; cinder 
block (backing), 785,934; backing 
brick, 879,934; sash (wood and 
steel), 9,264; rock lath 254,044 
square yards; dry wall board 
1,270,222 square feet; nails 4,428 
kegs; dimension lumber 4,281 board 
feet; rough lumber 3,672,366 board 
feet; finish lumber 348,079 board 
feet; flooring 1,160,301 board feet; 
doors (outside) 2,136; doors (in- 
side) 11,817; siding 362,800 board 
feet; plywood 98,72} square feet; 
bathtubs 1,068, and soil pipe 45,135 
lineal feet. 

Gloomy Supply Picture 

The gloomy supply shortage pic- 
ture was emphasized by the U. S. 
Department of Commerce. Lumber 
production in December, said the 
report, was the lowest in 10 years; 
unfilled millwork orders far exceed 
production, which is hampered by 
shortages of manpower and ma- 
terials; supplies of softwood ply- 
wood continues short chiefly be- 
cause of log shortages; unfilled or- 
ders of hardwood flooring in pro- 
ducers’ hands is equal to six to 10 
months output at the present rate. 
Unfilled orders of concrete building 
blocks amount to more than double 
the current production rates. No 
improvement was expected in the 
short nail supply until the second 
quarter of 1946. 

A serious paint shortage is also 
in prospect. Our quarrel with Ar- 
gentina has cut off our supply of 
flax seed from which linseed oil is 
made. Huge quantities of linseed 
oil is used particularly in house 
paint. Incidentally, paint, varnish 
and lacquer sales passed the seven 
hundred million dollar mark in 1945 
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for the first time in the industry’s 
history. 

Supply shortages are accountable 
for the relatively small amount of 
money spent in February for pri- 
vately financed residential construc- 
tion. Thé February total of 175 
million dollars was only about half 
of the monthly average needed to 
provide the volume of housing 
called for by the Wyatt housing 
program. Privately financed con- 
struction of all types for February 
totaled 462 million dollars, an in- 
crease of 11 percent over January. 

Residential building in the 37 
states east of the Rocky Mountains, 
based on building permits issued, 
indicated that February contracts 
amounted to $102,079,000, the high- 
est peacetime February residential 
total since 1929. 

This report, issued by the F. W. 
Dodge Corp., fact-finding organiza- 
tion for the construction industry, 
revealed that the total for the first 
two months of 1946 for all con- 
struction contracts awarded in the 
states east of the Rockies, was 
$744,900,000, a gain of 159 percent 
over the corresponding two months 
last year. 





Out of the huge machine above comes a 
cement house every 24 hours. R. G. LeTour- 
neau of Peoria, Ill. designed the apparatus, 
which moves from one building site to an- 
other on 12-foot pneumatic tires. 


NEW OPA PRICES 


Dougles Fir, Western Pine 
listed under new order 


Average increases of $1.10 per 
thousand over previous prices on 
Douglas Fir were announced by 
OPA for what it considers the most 
desirable items. The top increase 
was $10 for three-quarter inch 
flooring. Five-eight inch stock went 
up $5; plank and small timbers 
$2.55 and regular timbers $2. The 
dealer is expected to absorb the in- 
creases under the order which be- 
came effective March 6. 

An immediate increase averaging 
nine percent in mill price ceilings 
for maple, beech and birch flooring 


was announced by the OPA. CPA 


‘expects that the higher prices will 


boost production by at least 30 per- 
cent. The mil] increases will be 
passed on to customers pending ce- 
termination of whether distributors 
can absorb it. 

An increase averaging 6 percent 
was announced for Ponderosa pine 
cut-stock, used mainly for doors, 
windows frames and sashes, effec- 
tive March 26. 

In order to stimulate production 
of certain thicknesses and grades 
of softwood plywood for the veter- 
ans’ emergency housing program, 
price increases averaging 20 per- 
cent were allowed, effective at once, 
to amendment No. 2 to the third 
revised regulation No. 13. 

Western Pine producers were al- 
lowed an average of $4.60 in con- 
trast with the $8 per thousand in- 
crease they had requested. The in- 
crease will be passed on to the 
customer. 

Logs produced in western Ore- 
gon and Washington were raised 
an average of $1.25 per thousand 
feet lot scale. The price advance is 
the minimum increase required by 
law, covers the increased cost re- 
sulting from a wage increase of 15 
cents per hour granted last Novem- 
ber by the industry. 


PREFABS RECOGNIZED 


Government allows HH rat- 
ings to increase production 


Prefab manufacturers were 
given a helping hand in a series 
of moves by John D. Small, Civilian 
Production administrator. Under 
the new Direction 8, housing pre- 
fabricators willing to participate in 
the Veterans’ Emergency Housing 
Program may obtain HH prefer- 
ence ratings or certified orders for 
certain scarce materials and may 
apply for delivery of these mate- 
rials in quantities sufficient for the 
maintenance of a production line 
operation. 

These materials include gypsum 
board and lath, millwork (includ- 
ing doors and kitchen cabinets) 
lumber, insulation board, other 
wallboard, softwood plywood of in- 
terior and exterior types, hard - 
wood flooring, prefabricated sec - 
tions and prefabricated panels and 
bathtubs. 

Application must be made by 
April 1 for materials to be fabri- 
cated into veterans’ housing in 
April, May and June, and an ad- 
vance authorization for a percent- 
age of requirements for July, Au- 
gust and September. Delivery of 
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De Watt’ 


& 


...more than ever...it’s time to put 


De WALT sows in your yard! 


Yes— it’s time to get a real “one-two” punch in your selling methods. 


Punch number one — is a versatile, all-purpose DeWalt. It's the perfect 
lumber dealer's saw—it will make over your yard! With DeWalt, you can 
re-work the wartime lumber you buy into products you can sell. With, 
DeWalt? you'll be all set for cutting tomorrow's lumber! 











Punch number two — is the DeWalt Idea Book — which gives practical. 
ideas on how to put action and showmanship into the lumber business. 


Thousands of dealers have already profited from this book. You can, too. 


Send coupon below for your copy of the DeWalt 
IDEA BOOK — NOW! 








DeWALT PRODUCTS CORPORATION 
153-A Fountain Avenue, Lancaster, Penna. 


Please send me a free copy of the DeWalt IDEA BOOK. 





and utth proper 
foals makes any 
cat posschle / 
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Booth- Kelly 
Facilities are 
Modern 





From the felling of the tree to the 
shipping platform, Booth-Kelly is 
organized for efficient, quality 
production. 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. While a heavy order file 
prevents us from asking you to 
try Booth-Kelly lumber, we hope 
the time is coming when a larger 
supply may enable us to be of 
service to you. 


RAR 
DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding _— Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoctliAtell 
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materials is not allowed more than 
30 days before the materials are 
to be used. 

Under the expanded housing pro- 
gram, prefab manufacturers are 
scheduled to turn out 250,000 
houses in 1946 and 600,000 in 1947. 


ALUMINUM HOUSE— 
AND OTHERS 


Aviation industry interested 
in mass-production housing 


The aviation industry turned its 
attention to producing houses on an 
assembly line scale. Beech Aircraft 
Corp., Wichita, Kan., unveiled a 
$6,500 aluminum house in several 
big cities. 

Composed of aluminum, plastics 
and other plane materials, the new 
house is radical in design. It is a 
circular, sloping dome-shaped 
structure topped by a large venti- 
lator not unlike the tail of a B-29. 
Panel windows circle the house in 
which space was found for a com- 
bination living room and dining 
room; two bedrooms, each with 
bath, a kitchen and entrance hall. 
The house is equipped with an elec- 
trical refrigerator, range, washing 
machine, clothes drier, automatic 
dish washer, waste disposal unit, 
even curtain rods for the windows. 

Engineers claim the house can 
be heated for 25 percent of the cost 
of heating a conventional house. 
The new house can be assembled by 
a 10-man crew in about 16 hours. 
It weighs only 8,000 pounds. Eight 
houses can be shipped to a box car 
at less cost than for similarly ship- 
ping an automobile. 

R. Buckminster Fuller designed 
the house, formerly known as the 
Dymaxion House. The houses will 
be erected and serviced by locally 
franchised dealers. The aircraft 
plant expects to turn out 50,000 
dwellings by the end of 1947. 

Turning from the aluminum and 
the cement dwellings (see picture 
of LeTourneau’s machine to pro- 
duce cement houses in this section), 
a new corporation to build prefabs 
was announced by Donald Deskey, 
who said that Shelter Industries, 
Inc., will deliver the new houses 
from key combination manufactur- 
ing and distribution centers 
throughout the country... 

The price of the new prefab will 
range from $4,997 to $5,891. Pro- 
duction schedules call for 200 
houses per month before the end 
of the year and 26,000 houses in 


1947. Furnished equipment includes 
such items as gas or electric kitchen 
ranges, cabinets, refrigerators, 
lighting fixtures, hot water heater 
and complete plumbing and wiring 
equipment. 

Speaking of home building on 
mass production lines, the current 
issue of Tomorrow’s Town, publi- 
cation of the National Committee 
on Housing, contains an article by 
experienced builders who discuss 
the question, “How much saving is 
there in the quantity production of 
homes ?” 

Norman Wates, who represents 
one of Great Britain’s outstandiny 
residential construction firms, said 
he has come to the conclusion that 
“it is more economical to build 
houses at the rate of 10 per week 
than at the rate of two per week.” 

He believes that a moderate sized 
housing enterprise with the same 
standards of top management is as 
economical and efficient as a large 
one. He says the balancing factor 
is organizational ability and that 
in this sphere the scales tip in favor 
of the big enterprise, although it is 
far from a foregone conclusion that 
the “big one” will always beat the 
“little one.” 





Choosing from a number of different designs 
shown in Good Housekeeping, readers picked 
the combination Cape Cod and ranch style 
shown above as their favorite. Bertram A. 
Weber, Chicago architect, designed the home 
which features large window areas. 


COLLEGE COURSES 


Instruction in all phases 

of building being offered 

Colleges and universities 
throughout the country continue to 
announce new courses and “re- 
freshers” for students interested in 
entering the retail lumber business 
or light construction industry. 

The University of Denver an- 
nounced a short, intensive course 
for men and women employed or 
who expect to be employed in the 
retail lumber and building material 
establishments. The course spon- 
sored by the Mountain States Lum- 
ber Dealers’ association covers 
building materials, business prac- 
tices, construction and merchandis- 
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ing. First classes will start April 
1 and continue through April 27. 


Rutgers University, New Bruns- 
wick, N. J., opened a 15-weeks ex- 
tension course in industrial real 
estate in Newark, N. J., under the 
supervision of the Society of In- 
dustrial Realtors. This course, said 
to be the first of its kind in the 
country, covers 40 subjects. 


Iowa State College, which devel- 
oped a builders and building ma- 
terials course in cooperation with 
the Northwestern Lumber- 
men’s association, said 200 applica- 
tions have been received from 40 
states for the second quarter. 


Twenty-one men, 16 of them vet- 
erans, representing 18 different 
firms, attended a two-day course in 
hardwood lumber grading at the 
department of forestry, Purdue 
University, in February. 


HOUSING THE VETERAN 


Senate approves 250 million 
for additional 100,000 homes 


How to house the veteran re- 
mains a pressing problem. The 
FHA reported that applications for 
veterans’ home-building material 
priorities are coming into FHA of- 
fices at the rate of more than 6,000 
a day. Applications involving 234,- 
000 dwelling units were received 
by FHA field offices in the two 
months since the veterans’ prefer- 
ence rating system went into effect. 

In order to shelter ex-Gl’s now 
attending school, the FHA said it 
had allocated 89,609 units of tem- 
porary housing to 549 educational 
institutions and 462 municipalities. 

The Senate approved President 
Truman’s request for $253,727,000 
for an additional 100,000 temporary 
homes for veterans. Congress al- 
ready has approved funds for 100,- 
000 such dwellings. 


SOUTHEASTERN DEALERS 
HIT PATMAN BILL, OPA 


More than 100 lumber dealers 
from the Southeastern Area met in 
Atlanta, Ga., March 1 and 2, with 
the various association secretaries. 
The dealers, representing 10 states, 
adopted an amendment to the Pat- 
man Bill as proposed by the 
NRLDA, and opposed by resolution 
the continuation of OPA prices on 
lumber and building materials. 








































RED BRAND FENCE 


Farmers everywhere are glad to hear that RED BRAND 
fence is again becoming available. And it’s good news 
to dealers, too, for nearly all Keystone dealers have - 
a long list of unfilled orders for RED BRAND. 


However, even though we are now in full production on 
RED BRAND fence, it will be many months before 
we are able to “catch up” with the demand. 






s Also Steel Pi 3 - 
But, meanwhile you can be ity Netting, Barbed 


sure that shipments will be ing poate 
made as promptly as possible 
and that each Keystone dealer 
will receive his proportionate 
share. As always, it pays to 


be a Keystone dealer. 


KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 
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WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

® MILLWORK 
@ MOULDINGS 
® BOX SHOOK 


Ace 


00.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Il. 
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RS 
EDITORS 


Readers Respond to Ballot 








To the Editors: We note with a great deal of inter- 
est letter to your paper by Mr. Edward J. Johnson, 
Whitestone, Queens, N. Y., concerning the elimination 
of OPA. I am in hearty accord with Mr. Johnson's 
ideas and would be glad to sign a petition for the 
elimination of OPA by June 30th or sooner.—J. C. 
FINDLEY, Findley Lumber Company, Cincinnati, 
Ohio. 


To the Editors: The enclosed ballot expresses my 
opinion regards the OPA. I sincerely hope that every 
one in the industry feels the same way, this may bring 
about the “Death” of the “Criminal” offense that is 
imposed on each and every one.—C. L. VANSCOYK, 
Keutland Lumber & Coal, Inc., Kentland, Ind. 


To the Editors: For the interest of our industry, 
we like the ideas conveyed in the AMERICAN LUMBER- 
MAN, and are particularly pleased with the hold you 
have taken with good letter by Mr. Ed. J. Johnson, 
Queens, N. Y.—For Knocking out the OPA.—A DALE 
McMILLAN, McMillan Hardwood company, Harlan, 
Ky. 


To the Editors: If controls are lifted entirely I fear 
a repetition of the conditions existing in 1918 to 1920, 
only much worse. Even that would be preferable to 
present conditions. A thorough re-vamping of OPA 
with men in control who recognize that the inflation 


.presently existing must be reflected in prices of all 


commodities and who will allow this economic process 
to function gradually would in my opinion be desir- 
able. Failing this, OPA should be thrown out entirely. 
Otherwise present chaotic conditions will certainly be- 
come increasingly worse. Frankly I do not think OPA 
can be reformed.—H. J. NAUSS, Whitman Jackson 
company, Rochester, N. Y. 


To the Editors: In partial explanation of my check 
mark on the attached clip, I should hate to see the 
OPA abolished entirely without the substitution of 
some compensating force. I can still remember very 
vividly the 1920-21 lumber market, and do not want 
to go through that again. 

It is my idea that price controls should be main- 
tained on all basic commodities at their first and/or 
second stages in processing only, and that at the same 
time the control office must be authorized to place 
such price controls on the basis that will assure the 
utmost production. 

I would like to see the price control so administered 
that industry committees would have just slightly less 
authority than the bureaucrat in the setting of prices 
and with a provision that when such an industry com- 
mittee declared that a bottleneck had developed in 
any portion of an industry it would be mandatory 
that price relief be granted without question within 
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“Our Ford Units 


Have Stayed on the Job” 


Lumber distribution facilities are 
going to get a ““work-out”’ from now 
on which may even be tougher than 
during the strenuous war years. If 
your truck fleet needs replacements 
and expansion, and you want the 
benefit of the latest truck engineer- 
ing advancements, your nearest 
Ford Dealer has the answer. 


‘Truck fleets like that of the E. K. 
Wood Lumber Co., of Los Angeles, 
provide solid evidence of Ford 
Truck efficiency. Mr. R. Smith, 
maintenance superintendent, writes: 
‘Distribution of our company’s prod- 


FORD TRUCKS 


MORE FORD TRUCKS ON THE ROAD - 





ucts from our 12 Southern California 
branch yards is a major operation, 
and our Ford Truck fleet plays an 
important part in this job. Necessary 
replacement parts have been available 
through the war, and we’ve been able 
to keep our Ford units on the job.”’ 


The 1946 Ford Trucks bring you 
many new engineering features— 
betterments which are designed to 
give you more economy, better per- 
formance, longer life and even 
greater reliability and service sim- 
plicity. Tell your Ford Dealer you 
want all the facts! 


ON MORE JOBS 
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ADVANCED ENGINEERING 
IN NEW FORD TRUCKS 


More Economy and Endurance 
Easier Servicing 


A STILL GREATER 100 HP V-8 ENGINE with 
NEW Ford steel-cored Silvaloy rod bear- 
ings, more enduring than ever in severe 
service e NEW aluminum alloy cam-ground 
4-ring pistons for oil economy « BIGGER, 
more efficient oil pump and IMPROVED 
rear bearing oil seal « NEW longer-lived 
valve springs « NEW improvements in 
cooling « NEW efficiency in ignition ¢ in 
carburetion ¢ in lubrication ¢ in ease and 
economy of servicing operations « And 
available in all truck chassis except C.O.E. 
units—the rugged, thrifty 90 HP FORD 
SIX-CYLINDER ENGINE, with many impor- 
tant advancements. 


FORD CHASSIS ADVANTAGES: Easy 
accessibility for low-cost maintenance ¢ 
Universal service facilities « Tough, forged 
front axles ¢ Extra-sturdy rear axles with 
pinion straddle-mounted on 3 large roller 
bearings, %-floating type in light duty 
units, full-floating in all others « 3 axle 
ratios available (2 in 1-ton unit) ¢ 2-speed 
axle available in heavy duty units at 
extra cost « Powerful hydraulic brakes, 
large drums, cast braking surfaces ¢« 
Rugged 4-speed transmission with NEW 
internal reverse lock optional at extra cost 
on light duty units, standard on all others. 





FOR MORE GOOD REASONS 








Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 
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fifteen days. I would also have included in the act 
a further provision that when such an industry com- 
mittee certified that its production had equalled the 
average annual production for the years 1940 through 
1945 for a period of four months all price controls 
would cease for that industry.—H. H. TROUP, H. li. 
Troup & company, Kankakee, III. 


To the Editors: The reason we are of the opinion 
that the office of Price Administration and all it con- 
trols should be wiped out as of 6/30/46, is because 
the writer feels that rather than helping reconversion 
it is delaying it very, very much. 

Up until about six months ago the writer contended 
that it would be a mistake to eliminate the OPA for 
another six months or a year. My reason for taking 
this attitude was that I was fearful that with all 
restrictions off prices would get out of bounds. How- 
ever, with the OPA Restrictions still on the under 
cover buying seems to predominate and the legitimate 
buyers seem to be getting a very, very small percent- 
age of the lumber that is produced. 

Furthermore it takes the OPA so long to correct 
conditions as to price set-ups, ‘that by the time they 
do get ready to okay it another four or six months 
have elapsed. The need for housing is acute enough 
without delaying corrective measures even a day much 
less months. 

Put the producers on their own, prices will advance 
without a doubt but eventually not having a set guar- 
anteed price, or prices competition will bring them 
down, and much quicker than the present OPA Reg- 
ulations would. 

Our allied groups in the Building Industry have 
gotten together on an educational program over the 
radio, KXOK, for the next 12 weeks ‘to educate the 
public as to why the building of homes for veterans 
is delayed. 

I am definitely of the opinion that OPA Regulations 
are retarding home building for the veterans rather 
than helping it, and I had my only two sons in service, 
one did not get out of the country while the other one 
spent about 18 months in New Guinea and about six 
months in Manilla——H. F. BLUMENKAMP, St. Louis, 
Mo. 


To the Editors—Referring to the enclosed, I think 
this is a fine idea inasmuch as it affords an expression 
of public opinion without in any way involving the 
paper in propagandizing. 

I am somewhat in doubt as to whether to favor pro- 
posal No. 1 or No. 3, restricting the latter to Shelter. 
Food & Clothing—the poor man’s necessities. How- 
ever, I have so little confidence in the administration 
of any type .of regulation I have reluctantly decided in 
favor of No. 1, bad as that would be for a while a! 
least. 

We are in a mess and may as well get busy clean- 
ing it up, cost what it may, same as we had to do 
after Pearl Harbor. 

Some of the Jargest local yards have closed their 
gates and most of the others are planning to do so 
until such time as adequate stocks become available. 
It is a terrible situation. The City is being flooded 
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‘4 a2 50 ACTUAL PHOTOGRAPHS AND FLOOR PLANS OF REAL HOUSES THAT HAVE BEEN 
Confaiing QUILT AND PROVED SUCCESSFUL. PLUS OOTENS OF HELPFUL EAS ON SELECT 


1G THE LOT) CHOOSING THE PROPER HOME DESION AND ARRANGING FINANCES 














Facts About This Book — 


Size 8!/. x 11 inches—36 pages. 
Plans have already been tried and tested. 


Most popular plans have been selected from orders 
previously placed by dealers. 


Reprinted from AMERICAN LUMBERMAN and placed 
in one book at the urgent requests of dealers. 


Selected for their design, construction, comfort, con- 
venience and livability. 


Actual Photographs—not mere dream sketches. 


Real Houses—all actually built for the modest price 
class. 


How to Order Copies — 

Address your order to House Plan Dept. of AMERICAN 
LUMBERMAN. Prices of the booklet are as follows: 

Single copies in less than 100, without 

imprint 50c each. 

In lots of 100 or more, without imprint, 

23c each. 

In lots of 100 or more with 3 line imprint 

of your name and address 25c each. 
Indicate in your order for imprinted copies, the 
exact THREE lines to imprint, as well as the 
quantity wanted. 





House Plan Book For 
Dealer Use Now Ready 


Contains 52 Most Popular and Prac- 
tical House Plans All in One Package 
—between two covers—To Be Used 
by Dealers for Advertising Promotion. 


In spite of the fact that AMERICAN LUMBERMAN has 
received hundreds of requests from dealers to reprint 
its house plans in booklet form, we have been unable 
to do this in the past couple of years because of the 
serious paper shortage. It takes a tremendous amount 
of paper to produce the thousands and thousands of 
booklets dealers need to redistribute to prospective 
home builders. 


Book of 52 Plans — NOW READY 


The presses are now rolling and turning out the book- 
let, entitled “PRACTICAL PLANS for MODERN HOMES.” 
Here is a house design book that will help you cap- 
italize on the huge volume of new home building now 
developing. The booklet has been so arranged that it 
definitely acts as your own advertising promotional 
piece. Your own name and address (3 lines) can be 
imprinted on the back cover—or if you prefer you can 
do your own imprinting—by type or rubber stamp. 


How to Use This Book 


Through the proper kind of advertising promotion this 
bocklet will help YOU show prospective home buyers 
how YOUR organization can furnish dependable serv- 
ice in every phase of home building. Since this book- 
let is attractive, authentic, practical and offers con- 
structive help you can safely use any or all means of 
promotion — direct mail, newspapers, radio, window 
and counter display, as well as through your salesmen 
and other employees. 


Blue Prints and Specifications of 
Every Design Are Available 


Every house design shown in the booklet is an actual 
photograph—not a mere dream sketch. They have 
been selected for design, construction, comfort, con- 
venience, liveability. Blue prints and specifications 
can be furnished by AMERICAN LUMBERMAN for any 
design shown when orders are placed by DEALERS. 


Prices are very reasonable and as follows: 
1 set Blue Prints & Specifications...... .$ 5.00 


oe i nee 8.00 
3 sets same Plan............... . 10.00 
@ Sete Game Plan. 2... ooo. seca cew ison es eee 


All shipping charges are PREPAID by 


AMERICAN LUMBERMAN House Plan Dept. 


139 N. Clark St., Chicago 2, Illinois, U. S. A. 
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Don’t Overlook 


TREATED LUMBER 


In the building programs just ahead, 
treated lumber will be used in greater 
quantities than ever before .. . because of 
its long-lasting protection against the de- 
structive agencies of fungi, termites, ma- 
rine borers, insects and decay. Treated 
lumber has been a specialty of Pope & 
Talbot for over 30 years. . 


plant at St. 


. our large 
Helens, Oregon, expressly 
built for this purpose handles millions of 


feet of lumber annually for varied indus- 





trial and commercial projects. 


EXECUTIVE OFFICES @ 461 MARKET ST. @ SAN FRANCISCO 5 


POPE :TALBOT, INC. 
LUMBER DIVISION 
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Young and Thriving Urania Forest 


A Pioneer in Reforestation 





Urania has been engaged in reforestation activities 
since 1904, with the result that we expect to have 
a permanent supply of Pine and Hardwood timber. 


Urania has always been a quality producer. There 
was no let-down in Urania quality during the war. 
Urania quality today is as dependable as ever. 


The URANIA LUMBER CO.., Ltd. 


URANIA, LA. 


Lumber Manufacturers and Tree Farmers 


Members S.P.A., S.P.1.B., Southern Hardwood Producers 
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with black market lumber being trucked in and sold 
direct to consumers at fabulous prices, and nothing 
being done about it—FRED LARKINS, Cincinnati, 
Ohio. 


The petition and tabulated results of how readers 
expressed themselves on the ballot appear on page 
23.—The Editors. 


Lumber Export Figures 


To the Editors: If possible, please tell us how many 
board feet of lumber was exported from the United 
States during the year of 1945.—ENID PLANING 
MILL COMPANY, Enid, Okla. 

According to the information we have received, 
approximately 750 million board feet of lumber was 
exported in 1945.—The Editors. 


"Know Your Products"—for Veterans 


To the Editors: We have subscribed to your maga- 
zine for many years and throughout this period have 
found numerous interesting articles. However, none 
have had as much interest or have been as beneficial 
as your recent series of articles captioned “Know Your 
Products.” 

Since the first of this year we have been training 
several veterans for the purpose of placing them in 
charge of several of our retail lumber yards in north- 
western Iowa. In connection with this program | 
would like very much to obtain three sets of the last 
four articles in this series. These articles are the ones 
dealing with plywood, asphalt roofing, hardwood floor- 
ing and wood shingles— FRED A. WEBER, Con- 
sumers Independent Lumber company, Mason City, 
Iowa. 


— — — for New Subscribers 


To the Editors: While reading the issue of March 2, 
I noticed a letter sent in by a new subscriber request- 
ing your past articles on plywood, asphalt roofing and 
hardwood flooring. You were kind to oblige this mem- 
ber with tear sheets on the above articles which he 
missed. 

I, too, am a new sbuscriber, and since this is my 
first issue received, am also vay interested in the 
previous series. 

Would you please oblige me, too, and forward the 3 
previous tear sheets on the above items mentioned. 
Thank you,—S. STROMBERG, Brooklyn. 


Where Is the Building Boom? 


To the Editors: Thank you for your general letter 
“How to Start a Boom in Modernization and Jobs.” 

We would give you a hundred year subscription- 
cash on the line, if you could start a boom of mate- 
rials coming in so that we could take care of the back- 
log of business we have been forced to cancel. 

We do appreciate your efforts and we are giving 
you our subscription because of the spirit and attitude 
one of your firm gave to the Wisconsin Lumberman’s 
convention at Milwaukee last month.—C. A. JONES, 
Wisconsin Products company, Mauston, Wis. 
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WAR MEASURE REVIVED TO FURTHER 
REGULATE CONSTRUCTION 


The new government order imposing a low dollar limitation on all new 
construction that can be undertaken without government permission is an- 
other example, of the overwhelming trend to issue regulations and controls in 
the face of an emergency, instead of applying efforts to remove the causes 
of the emergency. The new order, which was issued Tuesday, March 16, and 
became effective on that date, is a revival of the wartime L-41 in substantially 
the same makeup. 


Instead of trying to devise a method to give every prospective home 
builder another “hunting license,’’ it must be reiterated that fewer regulations 
and not additional controls are what the building industry requires. While 
the building industry is pleading for government cooperation to remove arti- 
ficially created deterrents to free and open competition, the socialistic- 
minded economic planners trot out another regulation which will not create 
any more building materials or build any houses, but which will give us 
another spectacle of citizens standing in line waiting to get government 
permission to purchase something that would be in plentiful supply if it were 
not for the parlor-pinks who like to wallow in paper work and impractical 
theories of controlled economy in a democracy. 


Industry knows and the now retired staff of wartime WPB realizes that 
L-41 was one of the most frequently violated regulations of any during the 
war. With such a situation prevailing when all-out effort was being exerted 
to win the war, it should not take much foresight to understand that in peace- 
time enforcement officials will be required in every hamlet of America to 
snoop into the building industry's business. Such a program of control on 
new home building in peacetime could very well, and undoubtedly will, be 
put to good use by politicians to sway public opinion and procure votes by 
controlling the amount of building that can be done in any area. It will be 
another government created influence to undermine the honesty and integrity 
of American business and citizens, who too often have been forced to resort 
to deceit and lying to live and stay in business in the past few years. 


PR 33 with the HH priority, when building materials are available, will 
automatically give first choice to veterans for low cost homes. There is an 
adequate supply of all building materials not listed in Schedule A of PR 33. 
If we are to avoid catastrophic failure of the entire home building program, 
which would be used by the government to take over and completely nation- 
alize the entire construction industry, the governmental shackles now im- 
mobilizing private industry's effort must be removed immediately, and not 
more added. This means removal of all controls that do not definitely con- 
tribute to maximum production instead of retaining controls and issuing more 
that gear production to OPA price ceilings and the maize of other government 
regulations. 


We laa, 


Publisher 









FHA and CPA participate in receiving 
and approving applications for build- 
ing in excess of low dollar limitations. 


Will the new building order help to complete 
such homes as these, which are standing 
around in a variety of un-finished stages? 


Government Reinstates Ban on Construction 
Without Permission 


A SWEEPING ORDER placing 
low dollar limitations on all 
new construction without govern- 
ment permission was issued Tues- 
day, March 16, by the National 
Housing Agency and the Civilian 
Production Administration, effec- 
tive on that date. The order does 
not forbid continuance of work al- 
ready started where materials that 
are to be an integral part of the 
structure have been incorporated 
into the building on the site, if 
work was being carried on at the 
time the order was issued. The 
prohibition, however, is effective 
whether or not materials are on 
hand or are available without pri- 
orities if work has not already been 
started, and some of the materials 
installed. 

According to the announcement 
issued by John D. Small of CPA 
and Wilson Wyatt, housing admin- 
istrator, the new order is a revival 
of the old L-41 building restriction 
order which was effective during 
the war, but was revoked last Oc- 
tober by the War Production Board. 
The new order places a $400 lim- 
itation on work that can be done 
on houses whether new construc- 
tion, repair or maintenance, with- 
out permission. For housing such as 
resorts, hotels, apartments, etc., de- 
signed for occupancy by more than 
five families, the limitation is 
$1,000. Commercial or service es- 
tablishments, farm construction, 
excluding the house, and churches, 
hospitals, schools, public buildings, 
etc., all have a limit of $1,000 with- 
out permission of the government. 
A limit of $15,000 is set on a large 
group of heavy industrial work, 
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Limits on Permitted Construction 


Application must be made for authorization to do work in excess of these 


cost allowances: 


1. House, including a farmhouse or other structure (such as garage) on resi- 
dential property designed for occupancy by five families or less— 


$400 a job. 


Chure 
job. 


- FP F PP 


Hotel, resort, apartment house or other residential building designed for 
occupancy by more than five families—$1000 a job. 
Commercial or service establishment such as office, store, garage, theater, 
warehouse, radio station, gas service station—$1000 a job. 
Farm qe farm house, see above}—$1000 a job. 
, hospital, school, public building, charitable institution—$1000 a 


Factory, plant or other industrial structure used for manufacturing, process- 


ing or assembling; logging and lumber camp, pier, structure for a com- 
mercial airport or carrier terminal; railroad or street railway building; 
research laboratory; pilot plant; motion picture set; utility structure, 
including telephone and telegraph; oil, gas or petroleum refining or 
distribution (except service stations and garages}—$15,000 a job. 





listed in detail elsewhere on these 
pages. 
CPA Construction Offices 


Anyone desiring to undertake - 


construction or repair jobs in ex- 
cess of the dollar limitations estab- 
lished must get permission from 
the office designated by the govern- 
ment. Civilian Production Admin- 
istrator Small announced that the 
Civilian Production Administration 
is setting up in each of the Federal 
Housing Administration cities a 
CPA construction office. Associated 
with each of these CPA offices will 
be an advisory committee of citi- 
zens to include one recommended 
by the mayor or governor, one from 
the ranks of business, a represen- 
tative of the building material or 
building industry and the district 
manager of FHA. 


Farm Building Approval from AAA 

For housing, except on farms, ap- 
plications will be filed with the lo- 
cal offices of the Federal Housiny 
Administration on form CPA-4386 
For farm housing, county agricui- 
tural committees will receive th: 
applications. The county agricu! 
tural committees will also receiv: 
the applications for permission t 
do farm building in excess of th 
$1,000 limit. All other construction 
applications will be filed with th« 
nearest district construction offic: 
of the Civilian Production Admin- 
istration on a CPA form. Thesé« 
offices will be established by CPA, 
at least one in each state, according 
to the government announcements. 

In appointing what CPA terms 
the “district construction review 
committees” to advise the managers 
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of the district CPA construction 
offices, the district manager of the 
CPA will be the chairman of each 
such committee and will have the 
final decision on approval of appli- 
cations on all non-housing building 
projects. 

No announcement or information 
was available at the time this is 
being written as to when applica- 
tion forms for construction permits 
will be available or when the offices 
designated will be ready to accept 
applications. 

In issuing the announcement of 
the revival of restrictions on con- 
struction without government per- 
mission J. D. Small of CPA and 
Wilson Wyatt, the NHA adminis- 
trator, made strong appeals for 
public support in making the new 
order effective. These men pointed 
out that the action was being taken 
because only by prohibiting the 
start of deferable construction can 
enough material be found to pro- 
vide shelter for returning veterans 
and their families. They promised 
speedy approval of all applications 
for veterans’ housing. 

In discussing the citizens’ com- 
mittees to be appointed Mr. Small 
of the CPA said: “This citizens’ 
committee will be composed of men 
in whom the community can have 
full confidence and who will screen 
each project in the light of the 
peculiarities of the local situation. 

“They will determine first if it 
is essential under existing condi- 
tions. If the project is not essential, 
it will be rejected. 


“Even if it is essential they will 
ask—‘ean it be deferred?’ If it can 
be, it will be rejected, unless the 
project has no adverse impact on 
the housing program, in the way of 
the labor supply or building ma- 
terials. 

“Thus each project—be it public 
or private work, be it industrial, 
commercial, or social service—will 
be judged by local conditions. This 
committee will act in an advisory 
capacity. 

“This plan can only succeed if 
the communities recognize the na- 
tion-wide seriousness of the acute 
housing shortage—and if they are 
determined to make those sacrifices 
that are necessary to make the 
housing program succeed. 

“If the communities co-operate 
fully, the plan can and will succeed 
and at the same time those other 
things that must go forward can 
and will go forward.” 


In appealing for public support 
of the new order, Mr. Small and 





Mr. Wyatt issued the following 
statement to the press: 

“Those of our men who have re- 
turned from the war have the right 
to expect the public to give its 
wholehearted and unselfish support 
to this regulation, without which 
the Veterans’ Housing Program 
cannot possibly be accomplished. 

“Civilians, having had personal 
experience during the war with the 


HE NATION'S AUTHORITY ON LEEMBER AND BUILDING MATE 
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SEPTEMBER 29, 1945 


Reproduction of the cover of the September 
29, 1945 issue of American Lumberman which 
carried the news that L-41 had been revoked. 


struggle to obtain housing, can ap- 
preciate the desperate state of the 
released service man who must now 
find a home for himself and his 
family from the housing pool which 
was not adequate even before he 
returned. 

“We know the good sense and 
the good heart of the American 
people well enough to be sure of 
their desire to do the fair and just 
thing by the ex-service men and 
women. This is why we are sure 
the public will back this regulation. 

“President Truman has indorsed 
this program for the starting of 
2,700,000 dwelling units for veter- 
ans’ preference rental or sale in 
1946 and 1947. 

“Mr. Wyatt has called upon the 
Civilian Production Administration 
to intensify its work toward in- 
creasing of the production of build- 
ing materials, and to save the avail- 
able quantities of critical building 
materials by such a construction 
control order as the one issued to- 
day.” 

An analysis of details of the new 
order as given by the NHA and 
the CPA follows: 

Except where specific authoriza- 
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tion is given, the order forbids be- 
ginning of construction, or repairs 
or changes in existing structures, 
public or private, in the United 
States, Puerto Rico and the Virgin 
Islands, with certain exceptions. 

(It does not forbid continuance 
of work already begun: That is, 
work on which materials that are 
to be an integral part of the struc- 
ture have been incorporated into 
the structure on the site and which 
is being carried on at the time of 
issuance of the order.) 

The prohibition is effective im- 
mediately and applies whether or 
not the materials are on hand or 
are available without priorities as- 
sistance. 

“Structure,” as defined by the 
order, includes buildings, piers, 
arenas, stadiums and grandstands, 
motion picture sets, and billboards, 
regardless of whether they are of 
a permanent or temporary nature. 
However, used stands or structures 
which are being re-erected for tem- 
porary purposes only are exempt 
from the order. 

How New Order Works 

Application must be made for 
authorization to do work in excess 
of these cost allowances: 

1. House, including a farmhouse 
or other structure (such as garage) 
on residential property designed for 
occupancy by five families or less 
—$400 a job. 

2. Hotel, resort, apartment house 
or other residential building de- 
signed for occupancy by more than 
five families—$1000 a job. 

3. Commercial or service estab- 
lishment such as office, store, ga- 
rage, theater, warehouse, radio sta- 
tion, gas service station—$1000 a 
job. 

4. Farm (excluding farm house, 
see above) —$1000 a job. 

5. Church, hospital, school, pub- 
lic building, charitable institution 
—$1000 a job. 

6. Factory, plant or other indus- 
trial structure used for manufac- 
turing, processing or assembling; 
logging and lumber camp, pier, 
structure for a commercial airport 
or carrier terminal; railroad or 
street railway building; research 
laboratory; pilot plant; motion pic- 
ture set; utility structure, includ- 
ing telephone and telegraph; oil, 
gas or petroleum refining or distri- 
bution (except service stations and 
garages) —$15,000 a job. 

Types of Work Restricted 

No person may sell or deliver ma- 
terials which he knows or has rea- 
son to believe will be used in work 
prohibited under this order, nor 
may any person either carry on or 





participate in work prohibited by 
this order. 

Kinds of work restricted by the 
order are: constructing, repairing, 
making additions or alterations, 
improving or converting structures 
or installing or relocating fixtures 
or mechanical equipment (heating, 
lighting, ventilating and plumbing 
equipment) in structures, which 
involves the putting up or putting 
together of processed materials, 
products or equipment if these 
items are: 

A. Attached to the land or 

B. Attached to a structure and 
used as part of it, or 

C. Attached so firmly to the land 
or structure that, removal would in- 
jure the item. 


Costs to Exclude 

In computing the cost of a job 
in a structure covered by paragraph 
(6) page 20, the cost or value of 
equipment (other than mechanical 
equipment) and the cost of labor 
used to assemble or install these 
items may be excluded. 

The exclusion may not include 
the cost of equipment used for 
heating, lighting, ventilating or 
providing sanitary services within 
a building. 

The other structures covered by 
the order but not in the above Gen- 
eral classes—$200 a job. 

Computation of the cost of a job 
to determine if it comes within 
these cost allowances must (with 
the exception mentioned after par- 
agraph (6) above) be on the cost 
of the entire construction job as 
estimated at the time of beginning 
construction, including paid labor, 
value of new mechanical equipment, 
fixtures and materials incorporated 
in the structure and contractor’s 
fees. 

If a structure is used for more 
than one purpose, the use to which 
the greater part of it is put will 
determine the class into which it 
falls. If a structure is being con- 
verted, the allowance applicable to 
it after the conversion is the max- 
imum allowance for the job. 


Classifying a Single Job 

A related series of operations 
which are performed at or about 
the same time constitute a single 
job. No job which ordinarily would 
be done as a single piece of work 
may be sub-divided for the purpose 
of coming within these cost allow- 
ances. 

When a building, or a part of 
one, is converted, all work inci- 
dental to the conversion must be 
counted as one job. 

So also if a building is being 
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modernized or renovated over an 
extended period, all work done in 
this connection must be considered 
as one job, even though separate 
contracts are let for the different 
parts of the work, such as contracts 
for roofing, flooring, heating, elec- 
trifying. 

This clarification of a “job” is 
only for the purpose of figuring 
whether or not it comes within the 
cost allowance for which authoriza- 
tion is not required. 

The definition does not apply to 
the “beginning” or work, which is 
defined as the incorporation on the 
site of materials which are to be 
an integral part of the structure. 


Authorizing Prohibited Work 

A person who wishes to begin 
work which would otherwise be pro- 
hibited by this order without 
authorization, may apply: for an 
authorization, as follows: 

1. For housing jobs, application 
for authorization should: be on form 
CPA-4386. 

Non-farm housing applications 
should be filed with the local office 
of the Federal Housing administra- 
tion and farm housing applications 
should be filed with the local 
County Agricultural Conservation 
committee. 

2. For non-housing farm jobs, 
application should be made on a 
CPA form and filed with the near- 
est county agricultural conserva- 
tion committee. 

3. For all other construction or 
repair work covered by the order, 
application should be made on a 
CPA form and filed with the near- 
est district construction office of the 
CPA. 

Action on applications covering 
“other construction or repair work” 
will be taken in the 71 district con- 
struction offices which the CPA is 
establishing for this purpose. Each 
state will have at least one such 
CPA construction office in it. 

In the CPA district construction 
office, the manager, in his decisions 
on the essentiality and non-defer- 
ability of proposed jobs, will have 
the advice of an area review com- 
mittee appointed by CPA. 


OPA Man Heads Committee 

The committee will carry a typi- 
cal name, such as “District Con- 
struction Review Committee for the 
State of —————_..” 

CPA’s district manager will be 
the chairman of the committee, and 
he will make the final decision on 
approval of the applications on non- 
housing projects such as commer- 
cial, industrial, and public works 
(except federal projects). 


Appeal from his decision may be 
made to Washington. 

In making its recommendations 
on the essentiality and non-defer- 
ability of local construction proj- 
ects, the district construction com- 
mittee will review the impact of 
the proposed job upon the Veteran’s 
Emergency Housing Program. 

Factors which will be considered 
by the committee are: 

(1) The essentiality of the pro- 
posed job in relation to the 
veterans’ program, or (2) the elim- 
ination of a bottleneck in reconver- 
sion; (3) the public health and 
safety of the community; or (4) 
unusual and extreme hardship. 

Not Included in Order 

1. It does not forbid or require 
authorization for the completion of 
construction jobs on which mater- 
ials which are to be an integral part 
of the structure were incorporated 
on the site before March 26 and 
which are being carried in on that 
date. It does not require further 
authorization for construction jobs 
for which preference ratings have 
been issued under Priorities Regu- 
lation 33. 

2. It does not apply to repainting 
and repapering or to greasing or 
installing repair or replacements 
parts in existing equipment, where 
no change is made in the structure 
itself. 

3. It does not apply to roads, 
streets, sidewalks, railroad or street 
or interurban or plant railway 
tracks or operating facilities (other 
than buildings) , fences, silos, 
bridges, surface or underground 
mines, wells, dams or canals. 

4. It does not apply to certain re- 
pair and maintenance work in in- 
dustrial, utility and transportation 
structures, unless such work is cap- 
italized for taxation purposes. 

5. It does not apply to the instal- 
lation on the ground or outside a 
structure of any kind of equipment 
not attached to the structure. 

6. It does not apply to military 
construction or to projects of the 
Veterans’ administration. 

7. It does not apply to the mini- 
mum work necessary in disasters 
to prevent more damage to a struc- 
ture and its contents which has 
been damaged by flood, fire or the 
like or to the rebuilding or repair- 
ing of a house or farm buildin 
when the reconstruction costs no 
more than $6,000 and is started 
within 60 days of the disaster. 

8. It does not apply to construc- 
tion, repair, alteration or installa- 
tion jobs on which the cost does not 
exceed the allowance listed above 
for particular classes of structures. 
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Suryey Shows Building Materials Can 
Easily Exceed Wyatt’s Goal 


TUDY OF THE PRODUCTIVE 

capacity of plants manufactur- 
ing building materials indicates 
ample capacity not only to meet 
the Wyatt home building goal this 
year, but to permit nine billion 
dollars’ worth of other types of 
construction. 

Douglas Whitlock, chairman of 
the advisory board of the Produc- 
ers’ council, national organization 
of building product manufacturers, 
announced the results of the survey 
of the productive capacity of these 
plants by a committee of recognized 
economists. The major conclusions 
are confirmed by a report issued 
earlier by the U. S. Department of 
Labor. 

“The study,” Mr. Whitlock says, 

shows unmistakably that there is 
no need to appropriate huge sums 
from the Treasury for the purpose 
of subsidizing new or marginal 
manufacturers as proposed by Mr. 
Wyatt. Nor is there any need to 
adopt a program of tax amortiza- 
tion to expedite the building of 
new plants. Existing capacity is 
more than ample, provided that ca- 
pacity is put to work with the aid 
of price ceiling adjustments.” 

In most cases the study showed 
that existing plants currently pro- 
ducing scarce materials were oper- 
ating in January at only 27 to 72 
percent capacity because of inade- 
quate price ceilings. 

The practical capacity of build- 
ing product plants at the present 
time, it was assumed in the Coun- 
cil’s study, is the actual output in 
1941 except where additional ca- 
pacity is known to have been added 
meantime, 

Estimates Below 1941 Output 

However, to be on the conserva- 
tive side, estimates of attainable 
1946 production of scarce building 
products were reduced below the 
output which the building products 
industry actually attained in 1941. 
Estimates for 1946 were based on 
the assumption that needed price 
ceilings adjustments will be made 
immediately and that labor disputes 
do not retard production. 

The survey showed that produc- 
tion of bath tubs in 1946 can be 24 
percent greater than the number 
required for the Wyatt program; 
brick production, 38 percent 
greater; clay tile production, 81 
percent greater; concrete block pro- 
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Practical § Requirements Capacity in Excess of 
Critical Materials Unit Plant to Meet Housing Requirements 
Capacity Housing Program Quantity Percent 
TT Thousands ..... 1230 800 430 34.9 
. Fae ee Million ........ 4900 2666 2234 45.5 
rere Thous. tons..... 1126 193 933 82.8 
Concrete Blocks ........ Million ..... . 500 374 126 25.2 
Gypsum Board & Lath. .Mil. sq. ft...... 2776 1766 1010 36.4 
{Lumber 
UMillwork & Flooring....Mil. bd. ft..... 28100 6200 21900 78.0 
ear Mil. sq. ft....... 1000 888 112 11.2 
C. |. Sewer ipe.......... Thous. tons..... 565 261 304 53.8 
Clay Sewer Pipe........ Thous. tons..... 1380 103 1277 92.5 
C. |. Radiation......... Mil. sq. ft...... 84 44 40 47.6 





This table, prepared by the Producers’ council, shows the building material requirements of 


the emergency housing program in 


duction, 19 percent greater; gyp- 
sum board and lath production, 33 
percent greater; lumber, millwork 
and flooring production, 66 percent 
greater; cast iron sewer pipe pro- 
duction, 35 percent greater; clay 
sewer pipe production, 91 percent 
greater; and cast iron radiation 
production, 19 percent greater. 

Although ample substitutes are 
expected to be available, the pro- 
duction of plywood, the tenth item 
in the list of currently critical 
materials, is expected to be 27 per- 
cent less than could be used. 

Since these figures refer to an 
output in 1946 ranging from 5 to 
36 percent less than that actually 
attained as late as 1941, some idea 
is gained of the tremendous po- 
tential capacity in 1947. 

The Producers’ council contends 
that the present production of these 
items in most cases is well below 
the rate which could be attained 
this year if necessary price ceiling 
adjustments were made. 

Despite increased production of 
some scarce materials since Janu- 
ary, the output of most critical 
items is well below the needed vol- 
ume and are expected to remain 
so until pricing problems are 
solved. 

Production figures for January, 
1946 as reported by the U. S. Bu- 
reau of the Census and other 
sources compared as follows with 
the average monthly production in 
1941: 

Bathtubs, 36 percent less; brick, 
35 percent less; clay tile, 27 per- 
cent less; gypsum board and lath, 
7 percent less; lumber, millwork 
and flooring, 38 percent less; ply- 
wood, 29 percent less; cast iron 
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relation to productive capacity. 


sewer pipe, 42 percent less; clay 
sewer pipe, 26 percent less; cast 
iron radiation, 73 percent less. 

In computing the volume of ma- 
terials needed to meet the Wyatt 
housing goals in 1946, the council 
has allowed for starting 1,200,000 
new units as proposed by Mr. 
Wyatt and completing 75,000 units 
started last year, but uncompleted 
Jan. 1, 1946. 

In addition, the council’s esti- 
mates call for enough materials to 
permit adding 150,000 more units 
through conversion. The Wyatt 
program did not make provision for 
any conversions. 


Labor Bureau Statement 

The Bureau of Labor Statistics 
in 1944 made this statement: 

“Productive capacity for all types 
of building materials, except plumb- 
ing fixtures and lumber, is sufficient 
for a construction rate of $15,000,- 
000,000 per year. In the lumber 
industry, the plant limitation is 
logging equipment, which is badly 
deteriorated but can be restored 
rapidly; sawmill capacity is suffi- 
cient. Capacity for plumbing fix- 
tures is adequate for a construction 
program of $12,000,000,000 per 
year, with likelihood of expansion 
before this rate is reached.” 

It should be noted that the dollar 
volumes referred to are in terms 
of 1940 prices. At today’s price 
levels which are 35 percent higher 
than 1940 prices, the values cited 
by the Bureau of Labor Statistics 
would be more than $19 billion, 
considering the availability of all 
materials except lumber and plumb- 
ing fixtures, and more than $16 
billion, considering the availability 
of plumbing fixtures. 





Package Home Sales 





In selling complete homes instead of building materials, lumber 
dealers can not only offer “one-stop” building service, but can 
keep careful watch on prices of everything that goes into a house. 


ITH HOME BUILDING costs 

already considerably above 
prewar figures and still on the in- 
crease, it is to the best interests of 
retail lumber dealers to do every- 
thing possible te hold home con- 
struction costs down. This should 
be done, not only to avoid an ex- 
cessively inflated market, but to 
give home builders the most for 
their money when they deal with 








the retail lumber dealer on their 
new home building job. 

In an effort to keep home build- 
ing costs down and to streamline 
service to home builders and home 
owners there has been a pro- 
nounced trend over a period of 
years for more and more dealers 
to adopt what is termed packaged 
home sales. This is nothing more 
than including the financing, archi- 
tectural, contracting and other 
home building services along with 
the materials the dealer would or- 
dinarily sell on a house job. Many 
dealers have been doing this in 
varying degrees, some intentionally 
and others by happenstance. 

Of those who have established 
packaged home sales departments 
or one stop building service and 
who have advertised it as such, 
some have been successful in con- 
verting the public to the idea of 
coming to the lumber dealer first 
for the best and most economical 
in home building service. Others 
who have set up such departments 
have had difficulty in doing an ade- 
quate job because they were not 
properly staffed, and did not have 
the correct facilities for handling 
all the services required in one stop 
building service. 


Package Selling Gains in Popularity 

With the spotlight on home 
building costs now, the packaged 
home selling method rightfully is 
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gaining in popularity among the 
nation’s lumber dealers, because it 
offers one of the best devices known 
to permit the dealer to not only 
control the sale but also to control 
many of the costs and profit mark- 
ups on each house building job. In 
addition to the important factor 
of control, the dealer who does 
packaged home selling knows all the 
answers on costs and can show the 
prospect in detail just where every 
dollar is needed in each new, home 
building job. If every retail lumber 
dealer with the potential to justify 
package home selling were doing it 
today, much of the talk about ex- 
cessive home building costs could 
be avoided because all those dealing 
with retail lumbermen would know 
the truth about where their money 
was going in a house. 

No dealer should attempt pack- 
aged home selling unless he is pre- 
pared and willing to develop the 
facilities and manpower to carry 
it through satisfactorily. This is 
consumer selling and requires cre- 
ative salesmanship of the highest 
type. It is the type of selling that 
ordinary contractors are not pre- 
pared to do. That makes it advan- 
tageous for the local contractors as 
well as the lumber dealer when the 
dealer can establish a package home 
selling setup and develop satisfac- 
tory working arrangements with 
contractors. In the first place the 
dealer knows just what products to 
suggest so the prospective home 
builder can stay within his budget, 
a detail which many contractors are 
not prepared to handle. Many con- 
tractors are not prepared to ar- 
range financing for the new home 
builder and because of this, deals 
often bog down for both the con- 
tractor and other participants in 
the proposed job. 


Working with Contractors 


Many dealers have avoided pack- 
aged home selling because they felt 
the contractors would accuse them 
of an attempt to circumvent the 
contractor. The contractor is a very 
important element in any package 


home selling program, and although 
he is definitely needed, he is not 
the logical individual to do the sales 
work. There are a number of vari- 
able ways in which a dealer can 
adopt a package home selling pro- 
gram and still work amicably and 
profitably with his contractors, de- 
pending on the local situation. He 
may sell the contract for the con- 
tractor and let him do the signing. 
There can be a 3-party contract, 
dealer, contractor, and owner. The 
dealer may contract separately for 
the materials and the owner may 
let sub-contracts for other items 
with the advice of the dealer to 
contractors whom the dealer knows 
to be reliable and conscientious. 
The dealer can contract separately 
with the contractor for labor or 
supervision. There can be a pre- 
determined contract price for all 
package home sales which a certain 
group of contractor-customers of 
the dealer have agreed to accept. 
The dealer may take a contractor, 
or contractors, into partnership. 
Finally, if the dealer is so inclined 
and local conditions will justify it, 
he may organize a separate con- 
tracting company. 

In order to do complete package 








home selling successfully, more 
consumer salesmen are needed in 
the retail lumber industry. Sales- 
men must be trained to sell com- 
plete homes and modernization 
jobs, not merely lumber and build- 
ing materials, and retail lumber 
dealers are the logical outlets to do 
this job most economically and effli- 
ciently. Good merchandising 
is making it easy for people to buy, 
and the building or modernization 
of a home must be made easy for 
consumers who come to a lumbe! 
dealer who has advertised his place 


March 30, 1946, AMERICAN LLUMBERMAN 








—- an & Go wee eve OO OS Oe oe 








of business as building headquar- 
ters in his community. 


Saving Money for the Home Builder 

To effect the maximum saving in 
money, time and effort on the part 
of the prospective home builder 
there are some prime steps that 
the package home sales dealer must 
take to assure accomplishment of 
his objectives. 

i. The prospect must receive 
more than a plan book and some 
literature to take home when he 
makes his first call. Some one in 
the organization should be avail- 
able to take the prospect in hand 
immediately and sit down with him 
in pleasant, quiet surroundings and 
go over his individual proposition 
in detail. The prospect should be 
given plenty of time by the lumber 
dealer’s representative to go over 
a series of house plans in his price 
range with the lumber dealer’s 
salesmen, so the salesmen can de- 
termine immediately what type of 
house the prospect has in mind. 

2. The next logical step is the 
completion of an analysis form, 
containing information about the 
prospect—his income, whether or 
not he owns a lot, where he is em- 
ployed, what his financing problems 
are, size of his family. The prospect 
is invariably more interested in 
how much per month the house will 
cost, rather than the completed 
cost, and successful package home 
salesmen talk monthly payments in 
selling houses, rather than total 
cost. The analysis sheet should be 
signed by the prospect, not only to 
add authenticity to statements 
therein, but to impart to the pros- 
pect his first feeling of obligation 
to the firm. 

3. When a house plan with revi- 
sions has been decided upon by the 
prospect, the package home selling 
organization should be equipped 
with some individual who can use 
a quick estimating system to quote 
an approximate completed price as 
quickly as possible. Where stock 
plans and prices are used and no 
changes are made by the prospect 
the matter of giving a completed 
price in a hurry is simple. 

4. No interview should be term- 
inated without making another def- 
inite appointment to follow through 
so that the customer will feel he 
is given every consideration. To 
him, his house building job is prob- 
ably one of the most important 
events in his lifetime and it should 
be treated that way by the package 
home salesmen. No other house job 
’ customer merits consideration 
in the mind of the prospective home 


builder who is wrapped up in his 
own house planning and building 
project. 


File Loan Application Speedily 

5. As soon as house design and 
financing have been decided upon, 
the loan application should be com- 
pleted and filed with a financial in- 
stitution working with the dealer. 
This should always be done in the 
presence of the customer and the 
extra copies completed at the office 
and signed on the same call or ap- 
pointment if possible. 

6. From here on work can start 
on the complete working plans and 
specifications, preparation of the 
material list, etc. Whenever changes 
are made in the original plans and 
specifications, an order form should 











be signed by the customer specify- 


ing such changes. 

Part of the obligation of the 
package home selling organization 
is to keep a close check on all work 
being done. This can be handled by 
the salesmen or some other quali- 
fied person in the organization. 


Dealers Improving on Package Sales Plans 


Although some retail dealers 
have not yet revived their package 
home sales departments which were 
discontinued during the war, others 
have been going ahead in spite of 
the shortages of materials and 
labor. One firm which had a pack- 
age home sales plan in operation 
before World War II has this to 
say about package home selling and 
their method of operation in post- 
war: 

“At the present time we are con- 
ducting our package home sales de- 
partment in a manner similar to 
that before World War II. We have 
definite plans to extend the service 
to the public in this department as 
well as increase our personnel, as 
soon as conditions warrant it. We 
intend to put forth concerted effort 
to make this an outstanding serv- 
ice. Right now we are most inter- 
ested in convincing the GI that pri- 
orities are available to him to build 
his home. 

“Our plan of package home sales 
provides a service to the contractor 
and/or the home owner. Several 
contractors in our area have been 
helped to build homes within bud- 
geted costs with the result to them 
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of substantial profits, making them 
more financially responsible than 
they were before they started to 
conduct their business through our 
firm. We have one contractor in 
particular who was getting nowhere 
financially until we suggested that 
he use our home service facilities. 
Today this same contractor has the 
confidence of all the lending insti- 
tutions and has gained a wide repu- 
tation as an excellent home builder. 

“When either a contractor or a 
home builder comes into our office 
and expresses an intention to build 
a home, immediately we discuss 
plans with them and quiz them on 
the high points of how they plan 
to pay for the contemplated project. 
After plans are discussed and have 
been transferred to paper through 
our drafting department, or we 
have obtained a stock plan which 
covers requirements, estimates are 
made of all materials needed. 


Advise on Contractor 


“Previous to getting the esti- 
mate, however, if it happens to be 
a new home builder and he hasn’t 
a contractor we advise him of sev- 
eral good contractors whom we 
know will build a good house, and 
he makes his choice. Estimates are 
drawn up by the contractor and the 
final breakdown of cost is presented 
by the contractor and ourselves to 
the home owner. If the cost is too 
high changes can be made and pos- 
sibly, if cost is not a formidable 
factor, additions are made to cover 
items which sometimes can be 
added later, such as built-in fea- 
tures, etc. 

“We then sit down with the pros- 
pect and work out his application 
for financial assistance if he re- 
quires it. We have contacts with all 
the lending institutions in our area 
so the home owner is not held to 
any one institution for his financ- 
ing, but has a choice. However, we 
are so equipped and advised that we 
can quote costs, fees, etc., which 
the prospect ordinarily encounters 
in making a loan. We try to keep 
the entire cost of a project from 
the time of our first visit together 
over plans, etc., on a per month 
basis of cost which includes taxes, 
insurance, and interest. We have 
learned that a home buyer is more 
interested in what it is going to 
cost per month than the total cost. 

“After the application to the fi- 
nancial institution is made we take 
the prospect’s application, plans, 
specifications, and break down of 
cost to the lending institution of 
his choice and from there it is an- 
alyzed for a commitment. The 
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breakdown of costs is helpful to 
the lending institution enabling 
them to quickly evaluate the pro- 
posed project and it usually gives 
the home owner the advantage of 
a larger loan commitment. As soon 
as a loan has been approved, con- 
struction is started and we work 
with the financial institution and 
the contractor from that time on. 
It is a very workable plan and 
when the home is finally completed 
satisfaction is usually expressed 
both by the contractor and the 
home owner. 
Keep Control of Materials in Job 

“The only requisite for this serv- 
ice is the purchase of all materials, 
which can be supplied by us, from 
our firm. We believe that we save 
the home owner and the contractor 
a substantial piece of money inas- 
much as their plans are worked out 
for them without charge, and when 
we talk without charge, we mean 
homes that cost $7,500 or less. More 
costly homes usually require archi- 
tectural service and we encourage 
architectural service for homes 
costing more than $7,500. The 
breakdown of costs encourages the 
contractor and/or home builder to 
keep within a budget and by doing 
so the home is built economically 
and well. 

“Just now we are concentrating 
on homes for veterans and the ob- 
taining of priorities covering 
homes for veterans. As long as a 
priorities system has been set up 
and we have to work with it, we 
believe that lumbermen all over the 
country have to wake up to the fact 
that assistance must be given the 
public, not only with priorities, but 
with the building of homes and that 
service in the long run will be the 
prime requisite of contractors and 
the buying public. 

“The convenience of our plan of 
operation is very simple, the home 
owner and contractor are doing 
business in one office. It helps us to 
estimate sales and prior to the war 
helped to estimate quantities and 
enabled us to place our orders for 
materials well in advance of the 
demand with the result we can 
give better delivery service than we 
would otherwise have been able to 
do, and when conditions again be- 
come normal, we know we will find 
this true again. 

“Our home service department 
comes under the sales department. 
Our order desk, salesmen, esti- 
mators, draftsmen, and finance de- 
parement our order desk, salesmen, 
estimators, draughtsmen, and 
finance department coordinated 

(Continued on Page 32) 
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American Lumberman Presents 


New House Plan Bookle 


Containing more than 50 house plans 
and information on choosing a site 
and figuring financing schedule. 


HIS ISSUE of AMERICAN 
LUMBERMAN comes in two sec- 
tions. Section one contains all the 
regular features and departments. 
Section two consists of a selected 
group of house plans which have 
appeared in previous issues. 

After repeated requests from 
dealers for a complete book, AMER- 
ICAN LUMBERMAN has placed over 
50 of its most popular plans in one 
package—-between two covers. 

Practica] Plans for Modern 
Homes has a three-fold purpose. 
The first is to give sufficient help to 
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Reproduction of the new house plan booklet 
cover. 


prospective home owners to start 
them on the right track, the second 
to explain to such individuals where 
they may seek the specific and de- 
tailed advice and service they will 
need, and the third accentuates the 
second by building up the lumber 
dealer as the central sales agency. 
By carrying your story as a lum- 
ber dealer, the book is a natural to 
encourage home building prospects 
to turn to you for advice from the 
time the home is a dream in their 
minds until the last shingle is put 


on the roof and the inside walls re- 
ceive their last coat of paint. 

The articles on choosing a site 
and financing the home help prove 
to the home builder that you, the 
dealer, are as interested in wanting 
him to have a beautiful home he 
can afford, as you are in selling him 
the materials. 

There are house plans to fulfill 
every requirement and meet every 
wish. Ranging from _ traditional 
colonial through California ram- 
bling to modern, there are one story 
homes with four and five rooms, one 
and a half story with five and six 
rooms, and two story homes with 
five and six rooms. 

Modern trends are evidenced in 
the homes with first floor utility 
rooms in place of basements, space 
allowed for modern washers and 
for deep-freeze units, ample closet 
and storage space and two-way 
bathrooms. 

Building materials will not al- 
ways be as scarce as they are today 
and now is the time to reach the 
people who will be building within 
a short time. Practical Plans for 
Modern Homes will carry your 
story to these people. It will tell 
them that you are ready now to 
help them choose a plan, to assist 
them in working out the financing 
schedule best suited to their needs. 
In short, it tells them the lumber 
dealer is standing ready to give 
them “one-stop” service. 

To assist dealers in carrying 
their message to prospective home 
builders, AMERICAN LUMBERMAN is 
making it possible to obtain copies 
of Practical Plans for Modein 
Homes in quantity. In addition, a 
3-line imprint of your name and 
address on the back of each book 
will tell them that you are the one 
for them to contact when they are 
ready to begin planning their home. 
For further detailed information 
about Practical Plans for Modern 
Homes see page 15. 
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American Lumberman Readers Request 


Complete Elimination of OPA 


Read Letters to Editors, page 12 


 Chprede Hy ELIMINATION of 
the OPA and all its controls 
as of June 30, 1946, is favored by 
85 2/7 percent of AMERICAN LUM- 
BERMAN readers who checked the 
ballot published in the March 16 
issue. 

A letter from a reader in the 
same issue, recommended that a 
petition should be published in the 
magazine asking elimination of 
OPA, to be signed by members of 
the industry and mailed to Con- 
gress. 

In order to obtain a sample opin- 
ion of the industry on the question, 
the editors drew up a ballot to dis- 
cover just what retail dealers would 
want the petition to contain and 
also whether the dealers would be 
willing to sign their names to the 
petition if it were printed. 

The ballot offered three choices. 
The first was complete elimination 
of OPA which was checked by more 
than 85 percent; the second was ex- 
tension of OPA in essentially its 
present form beyond June 30 which 
was recommended by none; and the 
third was abolition of OPA in its 
present form, but retention of a 
few essential price controls beyond 
that date, favored by 14 5/7 per- 
cent. 

The response was overwhelming. 
The results shown here are as tab- 
ulated up until press time, and 
more ballots are continuing to pour 
in. Because more than 85 percent 
want complete elimination of OPA, 
the editors have prepared a peti- 
tion, as shown on this page, to be 
sent to Congress. Dealers may have 
this page signed by as many as de- 
sired, each writing his own signa- 
ture in ink, then tearing out the 
page and sending it to the maga- 
zine. The signatures will be pasted 
to a master petition which in turn 
will be photostated and copies sent 
to each member of the House and 
Senate; American Lumberman re- 
taining the master petition. 

Those who did check the third 
choice suggested keeping price ceil- 
Ings on rent (usually for one year 
with adjustments), food and cloth- 
ing. One felt price control should 
be kept on lumber, but under the 
supervision of a competent lumber- 
man or the associations. 


Approximately 90 percent indi- 
cated they would be willing to sign 
a petition. The other 10 percent 
failed to indicate whether or not 
they would be willing, and none said 
he would not sign his name. 


Many of those returning the bal- 
lot wrote letters expanding their 
ideas and indicating their feelings 
about OPA. Some of these have 
been published in the Letters 
column on page 12 of this issue. 
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PETITION 


To the Congress of the United States: 


We, the undersigned, engaged in the distribution of Jumber and building ma- 
terials, respectfully petition you, as the lawmakers of the nation, to completely 
abolish the Office of Price Administration as of June 30, 1946. 

Until a few months ago we felt it would be a mistake to eliminate OPA and 
control of prices in view of the tremendous inflationary pressure. However, with 
OPA pricing policies as they have been since the conclusion of World War Il, 
inflationary pressure has been accentuated rather than relieved because OPA's 
unrealistic pricing policies have stymied production and intensified the scarcity of 
peacetime goods at low prices. Scarcities are becoming more severe daily and 
black markets are flourishing in many items, including lumber for home building. 

As business men we realize fully that for a time the complete elimination of 
price control might result in, prices higher than present ceilings, but not higher 
than prevalent black market prices. Elimination of OPA might create new and 
possibly distressing hazards for many of us, but we are willing to take that risk 
because it is the only possible way for us to survive and’ bring the nation to a 
satisfactory market condition, with adequate supplies and reasonable prices. 

Because OPA now stands in the way of reconversion and maximum production 
in the nation, and because it is fruitless to try further to reform OPA's philosophy 
or get a reasonable administration of the law, we feel the only solution to the 
problem is complete and immediate abolition of the Office of Price Administration. 
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Roland Slagle, secretary-treasurer of the 

association, talks over mutual problems with 

Findley Torrence, sectetary of the Ohio Asso- 
ciation of Retail Lumber Dealers. 


Annual convention elects Charles E. Wagner, 
Indianapolis, president; votes resolution 
to bring cooperatives under tax regulation. 


Indiana Dealers Indorse Don Campbell 





Roy Wenzlick, president, Real Estate Analysts, 
pointing to a higher prices curve, during his 
talk, What's Ahead for Building. 


L. C. Hart, president, Producers council, spoke 
on America’s Challenge to the Construction 
Industry. 
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PPOINTMENT of Don A. 
Campbell, former chief of 
the distribution branch of the lum- 
ber and lumber products division 
of the WPB, as lumber expediter 
under Wilson Wyatt was unani- 
mously endorsed in a _ resolution 
adopted by the Indiana Lumber & 
Builders Supply association at their 
62nd annual convention in Indian- 
apolis, Mar. 5-7. 

This same resolution, copies of 
which were sent to each U. S. sena- 
tor and congressman, urged the 
government to promulgate a “real- 
istic price structure immediately” 
in order to assure building mate- 
rials necessary to reach the hous- 
ing goal. 

Over 1,600 lumbermen, exhibi- 
tors and guests registered for the 
three-day convention at Murat 
temple. Edward P. Redman, 
president of the association, opened 
the session Tuesday afternoon with 
an address of welcome. He pointed 
to the work of the full-time public 
relations director as one of the 
leading achievements of the year. 

Reporting on the National Scene 
and the National Association, 
Lamar Forrest, president of the 
NRLDA, declared “since the prior- 
ity program bogged down of its 
own weight, they are coming to us 
to ask what ought to be done to 
make it work.” 

Forrest credited the retail lum- 
ber dealers for defeating the sub- 
sidy provision in the housing pro- 
gram and congratulated the In- 
diana association for establishing 
its public relations branch. 

“We need better public relations 


than we have had,” the president 
added. “Improperly, the building 
industry is blamed for current 
shortages. We need to go to the 
consuming public with our story.” 

Forrest urged the association to 
consider a voluntary assessment to 
meet the additional expenses of the 
Washington office, which _ has 
worked overtime because of the 
legislative program. The current 
annual assessment per yard _ is 
$5.70. 


Urges Constructive Criticism 


The president urged that any 
criticism of the OPA by lumber- 
men should make itself felt by con- 
structive suggestions. Although 
government officials are “beginning 
to believe that the way to stop in- 
flation is to give the people some- 
thing to buy,” Forrest said he 
held little hope of sensible price 
controls from the group now in 
office. 

He declared that the national as- 
sociation is now carrying out an 
offensive program to influence leg- 
islation and that it is working on 
an employee training program 
similar to the 30-day training 
course underway at the University 
of Washington. 

Loring Schuler, vice president 
and general manager, National 
Tax Equality association, attacked 
co-ops as. being non-taxpaying 
businesses in his talk, Big Busi- 
ness Without Taxes. He announced 
that a committee is being set up in 
Indiana to participate in a legisla- 
tive battle on tax equality. After 
hearing his talk, the association 
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adopted a resolution urging that all 
government corporations and co- 
operative businesses be subjected 
to the rules and regulations of 
private business and be taxed in 
the same manner. 

E. L. Sullivan, staff member of 
Better Homes & Garden Magazine, 
talked on Home Estimating Made 
Easier. He told of 50 home plan- 
ning centers being set up around 
the country by the magazine in co- 
operation with department stores. 

Dealers Should Advertise 

Robert A. Jones, executive sec- 
retary, Middle Atlantic Lumber- 
mens association, in his talk on 
The Retail Dealers Pledge of Serv- 
ice, urged dealers to meet oncom- 
ing competition by advertising 
themselves and their wares. 

Whether or not OPA remains on 
the books, we are going into a pe- 
riod of higher prices, in the opinion 
of Roy Wenzlick, president, Real 
Estate Analysts, who spoke on 
What's Ahead for Building? 

The speaker accused President 
Truman of “economic illiteracy” 
for advocating increases in wages 
without increasing prices. He pre- 
dicted that the period ahead will 
bring an increase in wages at about 
the same rate as prevailed during 
the war. Strikes, he added, will 
continue to be bought off by wage 
increases and the cost of building 
will go up if the general price level 
continues to rise. 

“Unless OPA changes the price 
ceilings, we’ll produce less lumber 
in 1946 than we did in 1945,” added 
the speaker. He predicted that real 
estate sales will be numerous for 
some time in the future with de- 
mand for any type of housing that 
can be purchased on a scarcity 
market. 

In the question period which fol- 
lowed, Mr. Wenzlick advocated a 
15 percent increase in rentals for 
another year and then a discon- 
tinuance of rental ceilings. He 
said there may be a depression 
within three years and possibly a 
big one in the 1950s comparable 
with 1929. 

With a record of 53 labor con- 
tracts without a day of strikes, 
A. O. Malmberg, personnel director 
of the Do Nut Corporation of 
America, seemed qualified to talk on 
Human Relations Problems of 
Management. When human rela- 
tions are right, the executive 
pointed out, there are no produc- 
tion problems. 

The principal talk of the Tues- 
day afternoon session was given by 
L. C. Hart, president of the Pro- 
ducers Council. His subject was 





America’s Challenge to the Con- 
struction Industry. He said lum- 
bermen should concern themselves 
primarily with the hazards which 
they are facing. 

“Unless these threats are met in 
a militant fashion,” he warned, 
“through the enlistment of congres- 
sional support for the private con- 
struction industry, the future of 
private competitive enterprise is 
anything but bright.” 


Opposes Production Subsidies 
He declared the Producers 





on the flames of inflation.” He ad- 
vocated moderate price increases 
where necessary to open up bottle- 
necks as the only practical way to 
stimulate production in a peace- 
time economy. 

Mr. Hart asserted the Producers 
Council also opposed an acceleration 
of tax amortization to the building 
industry as a concealed subsidy. He 
branded plans to grant outright 
subsidies for the manufacture of 
prefabs as “grossly unfair” to the 
many thousands of small builders 
and contractors who build conven- 


Council opposed subsidies to in- 
crease production of building ma- tional homes and who carry the en- 
terials as such subsidies merely tire burden of repair and remodel- 
burdened the taxpayer with an ad- ing. 

ditional load and served to “pour oil He proposed the following nine- 





1. Al Wehrenberg, Ft. Wayne, holding the Hoo-Hoo symbol before his initiation into the fraternal 
order with another “kitten” W. J. Haley, Covington, right. Three members of the degree team, 
left to right, are Harry Mellvaine, scrivenoter, Indianapolis; Don Montgomery, snark, Milwau- 
kee, Wis., and Roy Johnston, custocatian, Ft. Wayne. 2. Left to right are Carl Boyer, Bedford; 
Harry Boswell, Bloomfield; Don Musser Jr. and his father, both of Goshen. 3. Two speakers 
discuss building problems. W. Wadsworth Wood, publisher of Small Homes Guide, left, and 
Don Hobart, director of research for Curtis Publishing company. 4. Left to right are Fred 
Wehrenberg, Ft. Wayne; W. L. Hubbard, past president, Indiana association, Scottsburg; Lamar 
Forrest, president, NRLDA; John Suelzer, former Indiana director, NRLDA, Ft. Wayne; and R. A. 
Schaub, Indiana director NRLDA, Whiting. 5. Lamar Forrest, left, compares notes with Edward 
P. Redman, president, Indiana association. 6. Two past presidents of the association discuss 
past events and future plans with a@ regional secretary. Left to right are C. L. Vanscork, Kent- 
land; Roy Metzger, Lebanon; Roy Johnston, Ft. Wayne, secretary of the Ft. Wayne association. 
7. Edward P. Redman, left, outgoing president of the association poses with incoming officers 
Raymond W. Morris, Mitchell, vice president, and Charles E. Wagner, Indianapolis, newly- 
elected president. 
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point program to get the country 
back to work: 

1. Congress must be asked to 
give OPA a new mandate to pre- 
vent runaway inflation and to ac- 
complish entirely different objec- 
tives of peace. 

2. OPA should control prices on 
only those scarce items where con- 
trol is necessary until supply 
catches up with demand. 

3. Congress should state in the 
mandate that price control is tem- 
porary. 

4. Congress should prescribe a 
formula for fair pricing as a guide 
to all sellers of scarce commodities 
in this temporary period when de- 
mand exceeds supply. 


5. Manufacturers or sellers of 
scarce commodities should submit 
price schedules based upon the fair 
price formula to the administrator 
for his approval. 


6. OPA should have power to 
investigate and bring into Federal 
Court those individuals who, when 
given a chance to exercise freedom 
under a prescribed formula, violate 
that privilege by charging more 
than a fair price. 

7. OPA should remove price 
controls immediately when supply 
and demand approximately balance. 

8. Make new mandate from Con- 
gress effective at once. Congress 
should instruct OPA to eliminate 
control on a gradual basis, so that 
all controls will end on a definite 
termination date set by Congress. 

9. Congress should specify that 
the function of OPA is not to fix 
prices but to protect the public 
against unfair prices and_ that 
prices on each item must be suff- 
cient to encourage full production 
and hence full employment. 

“In the long run,” Mr. Hart de- 
clared, “getting supply ahead of 
demand is the only preventive of 
runaway inflation.” 

Reasons for the production holdup 
on a vast number of urgently 
needed building materials include, 
the speaker said, strikes, the ease 
with which unemployment compen- 
sation is made available in many 
states; the unrealistic attitude and 
policies of the OPA and its un- 
willingness to act promptly on the 
most pressing needs of the manu- 
facturer for relief on ceiling 
prices. 

Wednesday, which had been set 
aside as Builder’s Day at the con- 
vention, found scores of contrac- 
tors, builders, architects and real- 
tors attending the sessions and 


visiting the many exhibits. 

Dr. George S. Benson, president 
of Harding college, Searcy, Ark,, 
closed the speaking program 
Wednesday by urging a long-range 
educational program to inform the 
public about private enterprise. In 
his talk, America in the Valley of 
Decision, Dr. Benson said we are 
moving away from a concept of 
private enterprise into a govern- 
ment of planned economy. 

Twenty-two past presidents of the 
association attended the past presi- 
dents dinner, Roy Johnston, chair- 
man, at the Claypool hotel.  Six- 
teen “kittens” were initiated into 
Hoo-Hoo at the Murat temple on 
Wednesday night by a degree team 
headed by Harry Mcllvaine, Scrive- 
noter, Indianapolis; Roy Johnston 
41009, Custocatian, Ft. Wayne, and 
Don Montgomery 30285, Snark of 
the Universe, Milwaukee, Wis. A 
Hoo-Hoo stag party and banquet 
followed. 

W. Wadsworth Wood, publisher 
of Small Homes Guide, urged lum- 
ber dealers to start getting up mer- 
chandising momentum now to com- 
pete with the forthcoming com- 
petition from department stores, 
prefabs, the government and other 
sources. He predicted that the 
present emergency will end before 
next year “because we are not a 
nation of minimum home seekers.” 

Don Hobart, director of research, 
Curtis Publishing company, out- 
lined the results of a building sur- 
vey made by his company in his 
talk Why Dealer Advertising. 

The survey showed although 75 
percent of the people queried had 
heard of prefabs, only 17 percent 
considered buying a prefab for 
year-around construction. 

“You as a dealer must develop 
public recognition in your commu- 
nity as the man to do the housing 
job,” declared Mr. Hobart. “You 
must make your platform of serv- 
ice known.” 

He warned dealers many other 
industries will be fighting for the 
consumer dollar and it is up to the 
dealer to put the Pledge of Seiv- 
ice into practice. 

Gordon O’Reilley presented a 
sound slide film showing modern 
yard planning and store layout. a 
presentation made possible by the 
BMEA in cooperation with AMERI- 
CAN LUMBERMAN. 

Charles E. Wagner, Indianapolis, 
was elected president of the asso- 
ciation, succeeding Edward P. 
Redman. Raymond W. Morris, 
Mitchell, was elected vice president 
and R. W. Slagle was re-elected 
secretary-treasurer. 
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ROSBORO 


The Name that Stands 
for Quality in 
Douglas Fir 


ROSBORO LUMBER COMPANY 
SPRINGFIELD, OREGON 


E. A. Carley, Sales Mgr. 
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— Phone 8115 


NORTH CAROLINA 
MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 


With new and pooner | active sources of supply, we can now handle more orders To Mills: 


for reasonably prompt shipments. Send us your orders and inquiries for regular 

or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats We can give dependable, 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, permanent representation 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and to reliable shippers. Our 
Douglas Fir Panels. business is growing con- 
We also handle commission business in Southern Pine, Western Pine, Spruce and stantly. You are invited 
Douglas Fir, including Douglas Fir Plywood. to contact us. 


Buyers looking ahead should contactus now on their future requirements. 


L.N. BAGNA 


10) Gy Ky | WINSTON-SALEM I, N. C. 
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Package Home Sales 
(Continued from Page 26) 

under the home service department. 
All of our people are versed in the 
routine that is required to service a 
cantractor or a home building pros- 
pect. The salesmen or the order 
desk clerk gets the prospect first 
after which the problem is dis- 
cussed briefly with the financial 
department. After an interview 
with the financial department, they 
are turned over to the drafting de- 
partment where their plans are 
crystallized and engineered. From 
there the prospect goes back to the 
salesman who obtains a contractor 
or if the houses are being built for 
sale or rent by the contractor or a 
real estate firm, the contractor 
works with the salesman, who with 
the contractor works out the esti- 
mated costs, etc. The plans, specifi- 
cations, and break down of cost are 
turned over to the financial depart- 
ment who work out the financial 
problem of the prospect. The finan- 
cial department works solely with 
the lending institution in obtaining 
a FHA loan or any similar loan. 
As soon as the loan is approved the 
contractor can start on the project. 
Our delivery department and order 
desk then take over so that mate- 
rails are on the job when they are 
required. 


Work with Real Estate Firms 


“We also work in this same man- 
ner with the real estate firms. Just 
now we have two real estate firms 
who are building homes for sale to 
veterans, and for this type of 
project the same plan is followed, 
except that the real estate men 
handle their own financial problems. 
But we work along with them rec- 
ommending contractors, working 
out plans, specifications, and costs 
with the contractor or builder. 

“Thus far we have not gone into 
supplying household appliances 
such as kitchen ranges, refriger- 
ators, dishwashers, etc. However, 
we believe that in the not too dis- 
tant future this will have to be in- 
cluded in any setup of new home 
building, and these items also will 
have to be included in the cost 
breakdown for new houses. At the 
present time we are contacting va- 
rious outlets in contemplation of 
including this in our service.” 


Comment on Plan by Dealer 


Another retail lumber and build- 
ing material firm which has worked 
on the package home sales idea for 
years started out by department- 
alizing sales into groups of mate- 
rials thus: 1. building materials; 
2. face brick; 3. lumber; 4. mill- 
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work, and 5. specialties. Each de- 
partment, although rather crudely 
segregated, had its own package to 
sell as a part of the overall building 
service job. The dealer comments on 
the way his firm worked it out 
from then on as follows: 

“This system did greatly improve 
our sales in that we did sell the 
package rather than seeing the cus- 
tomer shop around for his various 
materials. 

“We considered this a forward 
step in merchandising, but later de- 
termined it was not forward 
enough. About 1938 we ran a check 
on customers (ultimate consumers) 
who dropped into our office inter- 
ested in building a house. At that 
time we followed the old pattern of 
referring that customer to a con- 
tractor. We found in a check last- 
ing almost a year that out of every 
21 customers that came in, seven 
were curiosity seekers and never 
built a house, but out of the 14 who 
did build we furnished only one 
job. Since in general we were 
furnishing materials for about 30 
percent of the new houses built in 
our area, we decided that some- 
thing was radically wrong when 
only about seven percent of poten- 
tial good customers developed into 
a sale for us. 


Contractor Problem Solved 

“We revised our thinking. The 
answer to our problem was simple 
and clear. We are not a cut-rate 
firm. We have always handled the 
best materials and consequently are 
generally known as ‘high-priced.’ 
What was happening was clear — 
we referred these people to a con- 
tractor. At that particular instant 
they were not shoppers, they were 
good potential customers. Having 
referred them to a contractor, a 
delay took place of two weeks to 
thirty days, during which time in 
their enthusiasm they talked about 
building a new house. Whether that 
talk took place at an afternoon tea, 
in a bar room, or over the bridge 
table, some one always knew an- 
other contractor that had built a 
house for a friend of a friend of 
his brother-in-law’s, who did an 
excellent job at 50 percent of the 
cost. That customer became an en- 
thusiastic shopper. 

“We revised our methods. 
We prefer not to call it ‘package 
selling,’ for we think that is a 
misnomer. We prefer to call it 
merely ‘selling.’ 

“1. We established a finance de- 
partment, cooperating with the 
banks and building and loan groups 
and with the FHA. A man was put 
in charge who thoroughly under- 


stood financing, the red tape of 
government regulations, etc. 

“2. We established an architec. 
tural department, with a capable 
architect in charge, and who had 
the ability to rapidly interpret 
people’s ideas and sketch them out. 


Customer Orders a House 

“3. We established a new sales 
department and estimated by rules 
of thumb and various short cuts, 
not in days or not in hours, but in 
minutes. We were now prepared, 
When a customer came into the 
office he sat down with the sales de- 
partment man, who found out what 
kind of a house he wanted and what 
kind he could afford, and the gen- 
eral weeding out of the good pros- 
pect from the bad. There were 
available to him some 200 stock 
plans. He was sold the idea of 
building a house, he picked out the 
house he wanted, if there were any 
changes the architect was called in, 
the changes were sketched out, the 
house was rapidly estimated. He 
was introduced to the finance man 
and his financing arranged. He 
signed an order, not for lumber, 
not for brick—but for a complete 
house. 

“This is how it worked out. We 
now found that out of five prospects 
who entered our office, two were 
curiosity seekers, but out of the 
three good potential buyers we sold 
one. We are not proud of that rec- 
ord—we should have sold three. But 
the plan was really just getting 
under way when Hirohito decided 
to drop a bomb to put everything 
out of kilter. As conditions change 
we will return to this method and 
develop it more highly than before, 
working out the bad points, and 
strengthening the -better ones. 

“In handling package home sales 
we did not go into the construction 
business ourselves. Rather we di- 
vided these jobs up among our con- 
tractor customers, letting them give 
us a bid for building the house. If 
we had guessed too low, we took 
the rap. If we guessed too high, we 
made a little to offset the times we 
guessed too low. Our experience 
showed that our estimating wis 
pretty accurate. 

“Not every yard, particularly the 
smaller yards, can afford finance 
departments, architectural depart- 
ments, estimating departments, 
etc., but when lumbermen learn to 
work together, the larger yards can 
have these services and such serv- 
ices can be made available to the 
smaller yards. Utopia, perhaps. But 
until some of these things take 
place, lumbermen are still going to 
be selling 2x4’s, not homes.” 
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re PATENT INSERTED TOOTH GROOVER ’ FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 

- Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 

) 

LONG-LIVED SAWS FOR LONG-RUN ECONOMY 
" Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
e Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
n fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
: user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 
. Write for Huther Bros. Catalog No. 60 

. + HUTHER BROS. SAW MFG. CO., Rochester, New York 
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SELLING THE PRODUCTS OF DISTRIBUTORS OF species 
*THE MeCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY ce VV Loy PONDEROSA PINE 
| McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
| *THE SHEVLIN-HIXON COMPANY _ Sows Ces 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
“Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
oe, Pane eae: DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
Fane Wodwotk Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 











gi ae . | IDAHO WHITE PINE 
Quality Lumber | PONDEROSA PINE 
for 58 Years... | § g@y Wi Wwe eu -Cao 
: eo WESTERN WHITE SPRUCE 
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WINTON LUMBER SALES CO. Foshay Jower.MINNEAPOLIS 2, MINN. 
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What About Bed Sheets? 


N IRATE housewife, who finds 

it impossible to buy such com- 
monplace things as bed sheets, 
raises the annoying question (to 
Washington’s super-planners) as to 
what is going to happen when 
2,700,000 more housewives are add- 
ed to the lengthening line of dis- 
tressed women who are trying 
vainly to replace worn-out items in 
existing homes. That, kind friends, 
is too deep for the Clinic! 

* * * 

Solving problems by government 
edict wouldn’t be so bad were it not 
for the fact that the “solution” usually 
creates others that are even more dif- 
ficult. 

* * % 


Tops in Dealer Catalogs 


Oe to Cayuga Lumber 
company, Ithaca, N. Y., for the 
best catalog job of the year—a 38- 
page book printed on excellent 
paper stock and with a cover that 
looks as interesting as Life. Every 
item in the catalog is priced... the 
cash price, by the way ... anda 
table is prominently featured which 
shows the carrying charges that 
are added to the cash price for time 
payments. If the order amounts 
to $100, you add $5.26 if you wish 
to pay for the material at the rate 
of $8.77 for 12 months. A pre- 
fabricated brooder house can be 
purchased for $185 cash or $16.34 
in 12 monthly payments. Framing 
lumber is priced by the piece — 
boards at so much per 100 board 
feet. It’s a fine job. No mail order 
house could do better. 


* * %* 

We find it difficult to believe that 
the answers to the many problems of 
the lumber industry wili be written by 
men who have never seen a sawmill 
and who don’t know a 2x4 from a 12” 
board. 

* * * 


Payzant's Problem Solver 


FRIEND of the Clinic’s—one 

Harry Payzant — once worked 
out a “problem solver” that con- 
sisted of a wooden block through 
which was bored a series of holes 
containing a toy balloon, inflated to 
the point where a portion about the 
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size of the end of your thumb 
stuck out through one of the holes. 
“That represents the problem,” he 
would say. “To solve it, you merely 
push it back into the hole.’”’ Which 
is what he would do. All appeared 
to be well until you turned the 
block over only to discover that an- 
other “problem” was protruding 
from another hole. You could poke 
away all day, but there was always 
a problem sticking out of one of the 
several holes in the block. It re- 
minds us of the bureaucrats’ zeal 
for solving economic problems 
which appears to be undimmed by 
the daily discovery that the more 
they solve, the more they create. 


* * * 


Why? 

Only the retail lumber dealer mul- 
tiplies the cost by 1,000 before quoting 
the price—even if the prospective cus- 
tomer wants but a few feet of lumber! 
This strange, and unusual, procedure, 
may quite properly be classified as do- 
ing it the hard way. 


* * * 


Banks Going in for Home Models 
ANKS AND SAVINGS and 
loan associations have become 

the largest users of home models for 
advertising purposes. A large man- 
ufacturer of attractive scale models 
has not been able to keep up with 
orders from financing institutions 
since V-J Day, and the demand in- 
creases monthly. 
*% *% * 

Proctor & Gamble were the largest 
advertisers in 1945 ($19,550,218). Gen- 
eral Motors held second place with 
$12,935,917, even though they hadn’t 
made any cars in nearly three years. 


* %* * 


Close Harmony 

HE BARBERSHOPPERS were 

going great guns in one of the 
hotel rooms at a recent convention 
as the Clinic was trying to get some 
sleep a few doors away. Tune: 
Iowa Corn Song. Words: “Bureau- 
crats — bureaucrats PR thirty- 
three, grind ’em out for me. Send 
’em from Washington, Washington 
Down where the red tape grows.” 


Is the Lumber Dealer Being 
By-Passed? 


N_Ew POSTWAR products are 
not finding their way into lum- 
ber yards even though they belong 
there” is the bold statement made 
recently by a dealer who claimed 
that lumber yards were being by- 
passed by manufacturers in favor 
of other outlets—principally mail 
order houses, chain stores, depart- 
ment stores and even applicators. 

“Undoubtedly it is true that man- 
ufacturers of certain lines prefer 
outlets with a ‘merchandising mo- 
mentum,’” one of them said when 
the Clinic asked, ‘How come?’ 
“When we sell a department store, 
we know our product will be fea- 
tured in the company’s barrage of 
advertising. Same way with mail 
order houses. The initial order is 
larger, too, but what counts most 
is the fact that there is a contin- 
uous push whieh keeps the stock 
turning. That’s the kind of dis- 
tribution we’re looking for. Appli- 
cators don’t do as much advertis- 
ing, but the good ones have a 
trained sales force ringing door 
bells, and we like that too. So why 
not?” 

We still aren’t sold on the idea 
that the lumber dealer has been 
“weighed in the balance and found 
wanting.” 

* * * 

Verdict of 1,750 women: “A well- 
known name combined with a descrip- 
tive label has greater drawing power 
than a lesser-known name which is 
combined with a Grade A label.” 


* * * 


The First Business in America 
NOW WHAT it is? None other 
than the forest industry! 

American Forest Products Indus- 
tries, Inc., Washington, D. C., has 
just published a neat little bookict, 
pocket size, which tells a lot of 
mighty interesting things about 
this great industry which is still 
one of the largest and most impor- 
tant in our nation’s affairs. A sup- 
ply on your sales counter will give 
your customers much _ interesting 
information about the past, present 
and future of your business. Write 
the publishers for a copy, and we'll 
wager you'll agree. 
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Users of 


WOOD FLOUR 


At our new semi - dimension 
plant in Memphis to go into 
operation early in May, we are 
setting up to reduce all saw- 
dust and shavings from the kiln 
dried soft southern hardwoods 
we use — Cottonwood, Poplar, 
Magnolia, etc. — into wood 
flour. Can blow directly into 
box cars for bulk shipment or 
will bag. 


Can offer one or two users ap- 
proximately a car a week, be- 
ginning early May. 


Carlton Smith 


Lumber - Dimension 
Bearden, Arkansas 


meaner KK KKK 


America’s finest non-yel- 





















lowing white enamel... 
first choice in any dealer’s 
stock ... and one of the 
eleven famous All-Stars 
on O’Brien’s ‘‘First Team.” 


O’BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 





PAINTS 


For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 


freedom from the ravages of rot 


or termites. 





For a tight sash seal that prevents 
infiltration of moisture and cold 


air — use 


PARKER'S 




















PRIMERLESS 
PUTTY 





Mow non 7s ee MLL ee) 


of service tothe sash 


and door industry. OSHKOSH, WISCONSIN 





Bigger Volume — Bigger Profits 
— That’s What You Get When 
You Sell Sisalkraft — the finest, 
strongest paper for low cost 

curing and protection. 


SELL the paper that’s easy to 
sell! For contractors every- 
where, Sisalkraft makes con- 
crete jobs easier—safer. This 
tough, sisal-reenforced paper 
keeps moisture in concrete— 
protects it from the elements, 
drip and debris, and from 
construction traffic. Write for 
complete information, 


Protects 
and Cures 







The SISALKRAFT Co. 2°3,W: WACKER DR. 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 er more cars 4/4" & thicker, but 
mostly 4/4" Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating. etc., grades also. KD or AD, 
Rough or surfaced. Can use RW4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 





Send me your stock and price lists. 








Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
. ; tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 
















Kokomo, Ind. 


Those who know 
“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 
flooring. 





Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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Spiral Sash Balance 

The basic principle of the Roches- 
ter Spiral sash balance is the crea- 
tion of power by the tightening of 
the patented pre-tensioned spring. 
As the sash is raised and the spiral 
and spring are revolved, lifting en- 





boas 


ergy is exerted by the spring. The 
groove in the sash stile, top and 
bottom, is closed, eliminating dust 
and cold air seepage. With this bal- 
ance mullions as narorw as 1%4 
inch can be used as well as any 
popular type of weather stripping. 
A standard mixed groove in the 
sash stiles is all that is required for 
installation, which can be done in 
the shop. For specifications and fur- 
ther details write the Milwaukee 
Stamping company, Milwaukee. 14, 
Wis. 


"Power-Wagon" Truck 

Newest addition to the Dodge 
civilian truck line is the “Power 
Wagon,” a full size, four-wheel 
drive, one-tone general purpose 
truck designed for off-the-highway 
use and operations over unimproved 


gj roads. It has a 94-horsepower en- 





speed transfer case, a conventional 
closed cab with built-in driver com- 
fort, a steel express body 8 feet 
long, 414 feet wide and 2214 inches 
high. It is designed for a maximum 
payload of 3,000 pounds with 
9.00/16 tires. A dual power take- 


off is available to deliver 536 r.p.m. 
at the tail shaft to operate many 
types of machinery or drive a 9- 
inch diameter belt pulley drive to 
power many items of auxiliary 
equipment at a belt speed of 3,124 
feet per minute. For further de- 
tails write Dodge division, Chrysler 
corporation, 7900 Joseph Campau 
avenue, Detroit, Mich. 


New Sales Aids 


Two new displays, designed in 
convenient sizes to make eye-catch- 
ing wall and shelf divider displays, 
are made available to Sonneborn 
dealers. The wall panel display 
measures 20x29 inches and consists 
of headboard and five panels which 
identify the different kinds of Son- 
neborn products handled by the 
dealer. It is unique in that the 


dealer may feature a particular 





product. The shelf-divider display 
(shown here) is designed to fit on 
wooden or metal partitions between 
shelves displaying Sonneborn build- 
ing materials. For further infor- 
mation write Building Products di- 
vision, L. Sonneborn Sons, Inc., 88 
Lexington avenue, New York 16. 


New Corbinlok 


Just announced is the new Cor- 
binlok with case and latchbolt both 
made of aluminum, combining 
strength and lightness. Elimina- 
tion of the stop button does away 
with two-knob operation. Now with 
a quarter turn of the single knob, 
the latchbolt remains in the re- 
tracted position. Locking from the 
inside is accomplished by merely 
releasing the knob after a full turn. 
Specifically designed for use on 
farm structures, gates, garages, 
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homes, stores, etc., the Corbinlok 
is finished in a cream color for in- 
terior use and weather resisting 
statuary brown for utility installa- 
tion. A special introductory counter 
display with a complete Corbinlok 
is available to dealers. For further 
information write P. & F. Corbin, 
New Britain, Conn. 


Aluminum Awning Paint 

A new aluminum paint for canvas 
has been created. Known as Setfast 
aluminum canvas paint, it contains 
all the heat reflecting values of 
other aluminum paints, providing 
substantial protection from heat. 
In addition it is said it does not cre- 
ate the glare commonly associated 
with aluminum surfaces, for it dries 
to a silvery gray tone. Water-re- 
pellent and sun-resistant, protected 
against rot and mildew, it will not 
crack or stiffen the fabric. For 
further details write Interchemical 
corporation, Trade Sales division, 
Fair Lawn, N. J. 


Overhead-Type Garage Door 


The introduction of a new, over- 
head-type garage door manufac- 
tured of heavy gauge aluminum has 
been announced. Marketed under 
the trade name Wilson E-Z Lift 
Garbage door, the new product fea- 
tures all-welded construction. It has 
fully enclosed, dual lifting mechan- 
isms with Oilite and sealed-in ball 
bearings. It is manufactured in one 
piece to fit all standard 8x7 foot 
door frames and installation is said 





Roe SS 


to be completed in a matter of min- 
utes. Heavy U-shaped bracing 
struts are provided for maximum 
structural strength, and the alumi- 
num finish is said to be corrosion 
and rust proof. It requires no paint- 
ing, but can be finished to blend 
with any home color scheme. For 
more complete details write Wilson 
Foundry & Machine company, Pon- 
tiac 11, Mich. 
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Tremendous Backlog Demand for... 








Southern Pine ® 


Trade-Mark Reg. U.S. Pat. Off. 


LUMBER 


Under the tremendous pressure of backlog demand, mills will 
be tempted to eliminate every possible finishing operation. 


At Essco mills this is considered false economy. Take, for 
example, the two extra operations involved in bringing you 
End-Lokt lumber. 

It is belt fed on speedy two-headed machines. Shown here is 
the machine head which cuts the tongues on one end, which 
precisely match the end grooves cut by the’ other head of the 
machine. A grader closely inspects every piece and passes to 
the bundling machines. 

The additional time required to precision tongue and groove 
the ends is more than offset by the extra footage of quality lum- 
ber recovered. Actually the production of finished lumber from a 
given timber cut is materially increased. In the face of existing 
logging conditions, this is an advantage that will stand you in 
good stead. 

End-Lokt lumber brings eleven other advantages all along the 
line—in transportation, in yarding and on the site. 


EXCHANGE SAWMILLS SaLeEs Co. 


1111 R. A. LONG BUILDING 
Southern Hardwoods 3 


KANSAS CITY 6, MISSOURI 
Ponderosa Pine @ 








West Coast Weot» 
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Housing Industry Accused of Lobbying to Keep 
Veterans from Getting Homes; L-41 Revised 


SSUANCE of the Veterans Hous- 

ing Program Order No. 1, ex- 
pected on March 22, has been de- 
layed; maybe for a week, maybe 
longer. You understand, of course, 
that this is the affair usually re- 
ferred to as “L-41”; since it is a 
revival and a revision of the old 
war-time battle-axe. 

There’s not much point, at this 
time, in speculating about the final 
form of the regulation. If it is is- 
sued at all, it will be out soon; pos- 
sibly before this copy reaches your 
desk. If it is sent back to storage, 
the contents will not matter. 

There’s a rumor around town 
that the delay was inspired by a 
memorandum sent by Don Camp- 
bell to Expediter Wyatt on about 
March 21; expressing a fear that 
the order, as then written, might 
stall the Wyatt program perma- 
nently. 

Another rumor is that the draft 
of the document, when it came up 
for clearance, carried what was in 
effect a series of minority reports 
or dissenting opinions. These were 
recommendations that had been 
strongly urged but that had not 
been accepted. We’re told that these 
recommendations were divergent 
and came from important persons 
and organizations; indicating 
clearly a lack of agreement in sup- 
port of the working details of the 
regulation. So far as this page can 
recall at the moment, these listings 
of unaccepted recommendations are 
unique in the history of govern- 
ment regulation of business. 

Local newspapers, however, quot- 
ing unnamed sources, say that the 
text of the order will not be 
changed. They admit that the reg- 
ulations are stiff and restrictive; 
and they add that the delay is for 
the dual purpose of permitting the 
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agencies to ask Congress for oper- 
ating appropriations and of giving 
them a little time to set up an or- 
ganization. 

In any event, the objective is to 
channel materials and labor away 
from expensive houses and from 
deferrable commercial and indus- 
trial construction into low-cost 
housing for returned veterans. 
Housing officials estimate that 
there’s been a weekly flow of some 
$50,000,000, in labor and materials, 
going into that big-time building 
field; an amount so large, so they 
think, that it must hamper the GI 
program. It isn’t the intention, so 
these officials indicate, to choke off 
all large building; but they do pro- 
pose a rigid screening of all such 
applications. It’s possible that com- 
mercial and industrial buildings 
started since the first of the year, 
if more than a token amount of 
work has been done before the 
regulation goes into effect, can be 
completed. 

About “Lobbying” 

There’s been much rancor and 
much of the stuff the old philoso- 
phers used to call argumentum ad 
hominem in the controversies over 
the housing program and the per- 
formances of the OPA. That goes 
for both sides. In the housing-pro- 
gram wrangle, the building and 
building-materials interests are ac- 
cused of trying to keep returned 
veterans from getting places to 
live; so that scarcity will drive 
prices to new heights of inflation. 
This has been countered by charges 
that left-wingers are trying to de- 
moralize the housing industry to 
the point where the Fellow Travel- 
ers will have a surface argument 
for nationalizing the whole busi- 
ness. 

Charges of lobbying and counter- 





lobbying have been incessant. In 
the left-wing Nation, for March 23, 
an article headed The _ Slickest 
Lobby leads off like this: “The 
housing needs of millions of vet- 
erans and other Americans are be- 
ing frustrated by one of the most 
powerful and versatile lobbies ever 
to descend on Washington. The 
combined pressure of big builders, 
real-estate men, and lumber and 
material interests has virtually 
smothered any large-scale housing 
—in spite of the desperate emer- 
gency.” 

The piece goes on from there to 
make an attack upon the Secretary- 
Manager of the NRLDA; and it’s 
rather characteristic of the inac- 
curate tone of the piece that it fails 
even to spell his name correctly. 
Columns of ad hominem stuff fol- 
low. Sure, we know an English 
word for it, and so do you; but 
this is a family journal. 

No good reason for noticing these 
attacks; save that many honest and 
patriotic lumbermen are shocked 
and amazed at finding themselves 
the targets of these approbrious 
assaults. 

It seems never to occur to our 
attackers that we might have pub- 
lic-spirited reasons for wanting to 
correct these proposed public poli- 
cies; that we’re trying to have our 
opponents as well as ourselves from 
grandiose plans that have the fairly 
serious defect of not being work- 
able. It seems never to occur to 
them that there could be any rea- 
son for the ineffectiveness of their 
plans save the stupid and greedy 
opposition of lumbermen. Make no 
mistake about it. If and when these 
projects fall flat on their several 
mugs, from sheer inutility, there’l! 
be a roar of rage from the left; 
to the effect that WE did it. Just 
as well be prepared for that stuff. 
It’s all ready for production. 

During the war, with every fac- 
tor of will and patriotism mobilized 
in their support, plenty of regula- 
tions were nothing more than mill- 
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stones around the neck of war pro- 
duction until business men with in- 
finite labor got them revised and 
set up on at least a partially work- 
able basis. 

Honest men who did their la- 
borious best with forms and pro- 
cedures found many of these offi- 
cial processes to be useless, few to 
be efficient and a certain number 
so balled up that there was no 
such thing as following them 
through. These men again face the 
prospect of seeing their businesses 
scragged by incredible formulas, 
set up to pursue objectives that, if 
actually reached, would hurt the 
country. The defensible reason for 
asking that the GI program be re- 
vised now is that the industry 
wants the thing made workable. If 
we must ride with the government, 
we don’t want the wheels coming 
off on hairpin turns. And that’s 
for the safety of the GI as well 
as for the protection of this in- 
dustry. 


The Gl Program 


Of course everybody wants the 
GI to have a home. But the pas- 
sionate pressures invoked at the 
moment are not a favorable climate 
for the production of that home. 

Not much point to going over 
these things again; save to note 
in passing that the GI doesn’t know 
and can’t know at present where 
he’ll be five years or even two years 
from now. But he’s asked to be- 
come the owner of a house in the 
usual way; one carrying a mort- 
gage drawn to abide with the owner 
into and through middle age. That 
would be all right, if the house were 
of a standard size and design for 
which there’d always be a market. 
For generations this industry has 
aided and guided owners in the pro- 
duction of such houses. We’ve 
talked of resale value. If an owner 
wanted to go to a different State, 
he could get his equity out of his 
house; and he could find a similar 
house in his new neighborhood. 

But does anyone think there’ll be 
a continuing market for the sort 
of GI house that can be built in a 
cold climate for the specified sum 
of money? We suggest that our 
critics refrain from saying there 
ought to be such a market. What 
these critics know about housing 
they seem to have learned from 
Gertrude Stein: “A house is a 
house is a house.” It’s an easy 
guess that after a GI has lived in 
one of these miniatures for a few 
years, raising his children under 
the sofa and going outdoors to tie 
his shoes, he’ll no longer care for 


the dear little cote. Neither will any 
other person. 


Subsidies Again 


The housing boys don’t give up 
easily. The House of Representa- 
tives batted down the proposal for 
$600,000,000 to subsidize building 
materials. The Expediter has col- 
laborated with Senator Murray, 
Montana, in drafting a bill under 
which the Federal government 
would spend about $350,000,000 to 
aid local communities to build such 
things as streets, watermains, 


‘sewers and sidewalks. This would 


be done on a matching basis; 50-50. 
And communities would be eligible 
if they agreed to give home owners 
corresponding benefits in lower as- 
sessments. The Expediter would 
pick the communities, and the FWA 
would handle the money. This gen- 
eral provision may be attached to 
the Patman bill which is now pend- 
ing in the Senate. 


Industry Adjustments 


Don Campbell is working hard 
with all elements of the building 
and building materials industry to 
discover just what prices and pro- 
cedures are the real bottlenecks of 
production. The Housing Expediter 
has, in general, considerable au- 
thority over prices in his field and 
seems willing to use that authority. 
Admittedly it isn’t certain what 
would happen if a head-on en- 
counter with the OPA got taken 
into the Federal courts. But, be- 
lieve it or not, the OPA isn’t quite 
so belligerent as it was. So Camp- 
bell has been conferring with offi- 
cials of many companies and asso- 
ciations, asking for exact and de- 
fensible statements about costs and 
allowed prices. These figures must 
be both exact and defensible; since 
they’ll doubtless have to stand fire 
from hostile forces. 


However, this is a rational and 
hopeful move. For too long the 
OPA has made a sort of Black 
Hole of Calcutta of its ceiling 
prices; a compression device in 
which production has perished mis- 
erably. Much of the demand that 
OPA be liquidated has come from 
business concerns who had lost all 
hope that the agency could be 
brought to understand the simple 
facts about red ink and declining 
production. If Campbell and Wyatt 
can force a reasonable adjustment 
—not a runaway market, which few 
experienced lumbermen can con- 
template without dread, but a mar- 
ket that is not Procrustean, either 
—they may be able to save what- 
ever of value there is in price con- 
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trols during a period of change. 
They may be able to get some 
houses built, too. 


Extension of OPA 


This agency, says one of the 
noted analysts of Washington, has | 
overplayed its hand and faces the 
probability of being trimmed down 
to size. 

Control Amendments 


Changes in control orders have 
been blowing in like a blizzard. 
Possibly the grouping of a num- 
ber of these amendments will serve 
to indicate the direction of the 
wind. 

Amended Schedule A to PR 33. 
This schedule lists the materials 
which builders may get by using 
the priorities under PR 33; that is, 
if they can find the materials. The 
most recent changes have expanded 
the meaning of millwork, for pur- 
poses of the order, by including 
doors and built-in kitchen cabinets. 
Added to the list are softwood ply- 
wood; and prefabricated houses, 
sections and panels. 

Direction 1 to PR 33. A sawmill, 
for purposes of this order, is a mill 
which produces 8,000 feet or more 
per day of softwood lumber, or an 
equal footage of softwood and hard- 
wood lumber, or 4,000 feet of hard- 
wood lumber. Such a plant can ac- 
cept HH rated orders. When a 
sawmill has received HH certificates 
for the total amount, in percentages, 
of whatever stock is designated to 
be set aside for this purpose, the 
mill must then sell the remainder 
of that item without demanding 
HH certificates. Some operators, it 
seems, have demanded certificates 
before shipping any lumber on 
which there is a set-aside require- 
ment. 

Amendment 18, to 2nd RMPR 
215. This is the absorption amend- 
ment, covering the last of the 
Southern Pine increase. Better get 
a copy; for it’s a fairly tough one. 
It seems that the remaining $2.50 
handling charge is deleted entirely 
from SP. The previously permitted 
dealer mark-up has been reduced 
from 4 percent to 2 percent. Be- 
cause of certain changes in whole- 
sale and commission mark-ups, it 
follows that when a dealer buys 
Southern Pine from a wholesaler 
he absorbs 4 percent of the whole- 
sale mark-up. When he buys SP 
from a commission man, he absorbs 
2 percent of the commission-man’s 
mark-up. On the softwood species 
covered by S. O. 150, the dealer’s 
absorption is 3 percent of the 
wholesale mark-up, and 1 percent 
of the commission-man’s mark-up. 
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we LUMBER that is “engineered” for 
greater beauty, size, strength, 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 








Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker’ Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 
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MACHINERY 
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Post-Free Building 





in Your Yard! 


Means even more efficient operation. Quicker handling. 
Easier piling all the way up between trusses. Space fully oc- 
cupied—no blank spots! 


Use American trusses for popular, 
Long lasting, low cost. Write today for 


Build this modern way. 
column-clear spans. 
complete details. 


AMERICAN ROOF TRUSS CO. 


6848 Stony Island Ave., Chicago 49 -- Plaza 1772 








C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


* * * 


Clarke County Lumber Company 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 








lightness, weather-and-wear resis- A pL 
tance characteristics, if 


1732 ELSTON AVE. © CHICAGO 22, ILL. 
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As soon as the present 
abnormal lumber situa- 
tion clears, buyers! can 
depend on it that we'll 
resume dependable 
service in western woods 
as quickly as possible. 
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Ba PORTLAND, ORE. ' 


FAILING BLOG. 








ALL STEEL 


Double swivee LOad Binder 


( Goodyear Pattern) 


American 


For binding LUMBER, 
LOGS. Holds load firm- 





ly. Strongest + forg 

steel throughout... eas- 
jest to use. . . most 
ractical and _ effective. 


. Write for 
circular and full infor- 
mation. 


“‘American’”’ line of Log- 
ging Tools and Appit. 





All 


“Cream of the 


West Vir ginia i Hardwoods) Appalachians” 


STEPPING & RISERS FLOORING--Red & TRIM & MOULDINGS Solid or Edge-Glued 


Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, Dimension Maple, 
BEVEL SIDING--Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 








KNIGHT SAW MILLS 


All Iron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 














March 30, 1946, AMERICAN LUMBERMAN 


























MANDI ANALYSIS 


Better Prices, Not Ceilings, 

Required to Spur Production 

_— DEALERS have contended right along 
that better prices mean better production. The 

OPA, slow to recognize the truth of this statement, 

always self-evident to the industry, opened up ceilings 

a little more this past fortnight. 

Whether these increases will actually increase pro- 
duction and subsequent sales that lead to new dwell- 
ings is problematical. The retail dealer must absorb 
the increase in many cases and there is some evidence 
to show that higher sales volume is not reached in 
this manner. 

Increases, as in. the case of Western Pine for ex- 
ample, were far from satisfactory from the standpoint 
of the producer. Western Pine producers asked for 
an $8 per thousand increase; the average granted was 
$4.60 which will be absorbed by the consumer. 


Ceilings Advanced 

OPA ceilings on Douglas fir were advanced on what 
was considered by that agency as the most wanted 
items. The average increase was $1.10 and the top 
reached $10 per thousand. Smaller increases were al- 
lowed on less critical items. 

Western Pine producers again emphasized OPA’s 
impossible price structure in a statement to Congress 
which pointed out that in the war years of 1942-1944, 
when production remained constant at 6 billion board 
feet, the only price increase granted was one to com- 
pensate for increased labor costs. During that same 
period costs jumped $7.20 per thousand. 

Moreover, the outlook for Western Pine is worse 
in 1946, says its spokesmen. The full effect of the 
15-cent per hour wage grant has yet to be felt since 
many operations are still closed by weather. However, 
a survey indicates that a substantial number of mills 
will be unable to reopen in the Spring without a price 
increase. Producers say there are no stocks of Western 
Pine anywhere. Demand must be met from current 
production. The war proved that Western Pine can 
step up production—from 3.9 billion feet in 1938 to 
6 billion feet in 1941. 

With OPA ceilings squeezing profits, Western Pine 
production last year dropped a billion feet from the 
record wartime level. The latest survey shows that 
production in 1946 will drop another 25 to 30 percent 
unless there is genuine price relief. OPA’s answer was 
an increase of $4.60. 

Continuing in this same vein, National Hardwood 
News estimates that between two and three billion 
feet of hardwood could be added to its production this 
year if the industry is released from the “strait- 
jacket now restraining its activities.” 


Suggest New Agency 
This organ recommends that price control of lumber 
be removed from OPA and placed under the jurisdic- 
tion of some other agency directed to achieve maxi- 
mum production. One suggestion is to give the In- 
dustry Advisory Committee more authority. Another 
Suggestion is the appointment of a central coordinat- 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
































Experience proves the advan- 
tages of using genuine Chrom- 
edge metal trims in all types 
of floor and wall covering in- 
stallations. Among these are 
—wider selection of practical 
sizes and shapes .. . velvet- 
smooth beauty of popular, per- 
manently rub-proof Chrom- 
alite finish .. . uniform, smart 
eye-appeal of completely 
matched groups of trims... 
concentration of the entire 
manufacturing job, from ingot 
to finished trim, under one 
roof... and many other ex- 
clusive Chromedge features. 


matching group 





of Chromedge ’ 
trims. 


* Extruded aluminum alloy and stain- 
less steel trims manufactured solely by 
the B & T Metals Company. 


Part of a typical Ream A 
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SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 










Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
B= years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 


THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich. 
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ing industry committee to reconcile and adjust price 
levels among the different geographical areas of hard- 
wood production. 

Black market operations still had a strong influence 
on the market, particularly in the South. In some 
sections, lumber is being trucked in without billing 
or destination. It is taken from one building operation 
to another for the best cash price. Some contractors 
truck directly from the mill to unfinished jobs. 

Equipment, badly needed in many areas, was being 
received here and there, but milling tools, tires and 
trucks were still in great demand. Operations, gen- 
erally speaking, were favored by better weather and 
a labor supply that was steadily growing more ample. 

Residential building was on the increase everywhere, 
with small homes in the highest production. Vital 
building items were not coming off the production 
line fast enough to meet the demand and thousands 
of dwellings remained uncompleted for this reason. 

In the northwest the darkest cloud on the produc- 
tion horizon was the threat of a shingle strike. Shingle 
weavers wanted a 30-hour week instead of the present 
36 hours. In that area, as elsewhere, the demand for 
lumber was heavy. Stocks were virtually non-existent 
and there appeared no immediate hope for improve- 
ment. 


Current Statistics on Output and Distribution 

Lumber shipments of 431 mills reporting to the 
National Lumber Trade Barometer were .6 percent 
above production for the week ending March 16, 1946. 
In the same week new orders of these mills were 1.3 
percent below production. Unfilled order files of the 
reporting mills amounted to 89 percent of stocks. 
For reporting softwood mills, unfilled orders are equiv- 
alent to 32 days’ production at the current rate and 
gross stocks are equivalent to 34 days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills exceeded production by 8.9 percent; orders 
by 9.9 percent. 

Compared with the average corresponding week of 
1935-1939, production of reporting mills was 4.2 per- 
cent less; orders were 15.2 percent less. 


West Coast 


Fir and other West Coast mills reporting to the 
West Coast Lumbermen’s association cut a weekly 
average of 112,339,000 board feet of lumber during 
the month of February (4 weeks) or 77.6 percent of 
the 1942-1945 average. This report brings the cum- 
ulative production for the first nine weeks of 1946 to 
968,726,000 board feet as compared with the 1945 
output for the same period of 1,332,322,000. Orders 
for the first nine weeks of 1946 break down as follows: 
rail, 612,208,000 board feet; domestic cargo, 139,165,- 
000; export, 89,774,000; local, 105,876,000. The in- 
dustry’s unfilled order file stood at 682,662,000 board 
feet at the end of February; gross stocks at 398,- 
176,000. 


Southern Pine 

Production of Southern Pine by 120 mills reporting 
to the Southern Pine Association for the week ending 
March 16 totaled 16,445,000. This is 6.76 percent below 
the three-year average for the same mills. Shipments 
for the week ending March 16 totaled 17,944,000 feet 
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or 9.12 above production for the week. Orders placed 
during the week totaled 17,626,000 feet or 7.18 percent 
above production. 


Western Pine 


Ninety-six mills reporting to the Western Pine As- 
sociation for the week ending March 16 cut 38,355,000 
feet. The same week a year ago the cut was 51,455,000 
feet. Shipments were 41,579,000 feet or 8.4 percent 
above production. Orders accepted during the current 
week were 5.1 percent above production. Unfilled or- 
ders on hand March 16 totaled 244,729,000 feet and 
gross stocks stood at 511,368,000 feet. 


In the Market Centers 


TACOMA—Logging operators are planning to take 
full advantage of the favorable weather to build up 
their reserves as much as possible in anticipation of 
the heavy demands during the coming months. Mill 
production is steady and there is some indication that 
the new OPA prices have had a stimulating effect on 
the market. State officials have promised their help 
to break ceiling prices on state-owned timber, hoping 
to make it available for current market shortages. 

MEMPHIS — Lumber continues to flow into the 
black market in large volume, according to authentic 
reports from this area, although a slightly increased 
footage is finding its way into legitimate channels. 
Oak flooring manufacturers who do not own sawmills 
are having trouble getting flooring oak. Consensus of 
the industry seems to be that the OPA’s effort to 
“hold the line” is holding down the operation of the 
large mills while permitting the small ones to disre- 
gard price and wage ceilings indiscriminately. 

KANSAS CITY—Lack of equipment is a real bottle- 
neck in this area. Milling tools are badly worn, also 
trucks and tires. Replacements are slow arriving. 
More labor is available. However, black market oper- 
ations are worsening and the big mill that depends 
on the purchase of timber cannot compete with the 
black market. One of the largest operators in Arkan- 
sas recently made an offer of $20 per thousand for 
stumpage; knowing full well that he couldn’t make a 
profit on the finished board at that price. However, 
he couldn’t buy the stumpage because he was outbid. 

SEATTLE—Shingle weavers are threatening strike, 
demanding a 30-hour instead of a 36-hour week. 
Heaviest snows in 25 years still hinder logging oper- 
ations at the higher camps, but output generally is 
improving as the labor supply increases. Wholesalers 
report buying as difficult as ever and there is con- 
siderable complaint over subterfuges by some to get 
lumber. Seattle is undertaking a big building program, 
both homes and industrial. Considerable building has 
been held up pending receipt of vital materials. 

MINNEAPOLIS—Weather has been better, labor 
more plentiful and supplies and equipment, badly 
needed for a long time, have started to arrive. A con- 
siderable volume of residential building is underway, 
most of it in the “small homes” category. Millwork 
is tight and most sources do not expect any improve- 
ment. Yards with good contacts are building up a 
fair inventory, but the majority of the smaller yards 
are having plenty of trouble maintaining a stockpile. 
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ONE LOOK AT WEATHER-VANE 
STORM-SASH, SCREEN WINDOWS 


And Prospects Become Customers 


Custom made and preci- 
sion built of California 
Redwood, with mortise 
and tenon construction 
throughout. Weather- 
y; gaat treated + +. No painting 
ZU necessary. Guaranteed not 
for QUICK to shrink or expand. Easy 
to install. No wonder 
yd WEATHER-VANE Combi- 
nation Windows sell on 

sight! 


— IMMEDIATE DELIVERY 


Address Reply: 2100 Penobscot Bldg. 
pan) Detroit 26, Mich. 
a Woodworking District By 


e’ FG) if a PRES. 
[Ze MICHIGAN 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Dry Kiln Car Gravity Flow Unloaders 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Electric Lumber Transfers 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


MANUFACTURING COMPANY INC 
2119 Pacific Avenue, Tacoma 2, Washington 


ELEVATORS 
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Save space — time 
— costs — release 
men for productive 
work—handle lum- 
ber with conveyors. 


Write for special 
bulletin, AL-36, 
describing Stand- 
ard Conveyors de- 
signed to speed 
and cut the cost of 
handling in lumber 
and building sup- 
ply yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 





CONVEYORS 





CHERRY—4/4, 5/4, 6/4 & 8/4, £2 Com&Btr —- 
ou 
Birch — 4/4, 5/4, 6/4 & 8/4, #2 Com. & Btr. 
Basswood — 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
Poplar - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
S. Maple - 4/4, 5/4, 6/4 & vt 22 Com. & Btr. 
H. Maple - 4/4, — — & 22 Com. & Btr. 
Beech — 4/4, £2 Com. & Btr. 


WARREN ROSS LUMBER co. 
Falconer, N. Y. 


SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F I R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 














Handy Lumber Calculator 


A useful vest pocket manual including a lum- 

calculator for standard sizes, log rules, 
estimated weights of lumber and miscellancous 
eseful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
189 N. Olark St. CHICAGO 2, ILL. 








Promotions and Appointments 

A. F. KENNEDY, until recently 
general manager of the central di- 
vision, will succeed A. A. GARDNER, 
retiring, as manager of western 
division of Henry Disston & Sons, 
Seattle. 


ARTHUR W. BERGGREN has been 
appointed general manager of the 
Northwest Door company, Tacoma. 


ARTHUR H. BROWNELL has been 
made sales representative in Texas 
for the Independent Lock company 
and Lockwood Hardware Manufac- 
turing company, Fitchburg, Mass. 


WILLIS S. GREEN has been ap- 
pointed manager of the Jackson- 
ville, Fla., distributing plant and 
warehouse of U. S.-Mengel Ply- 
wods, Inc. He succeeds J. P. BUR- 
FORD who is managing the Atlanta, 
Ga., unit. 


G. M. LONG has been appointed 
manager of the Columbus ware- 
house of the Wheeling Corrugating 
company, succeeding E. B. CARTER, 
who has been named vice president 
in charge of sales. 


RAYMOND J. WADDINGTON has 
now returned to his civilan duties 
as director of sales for the Ameri- 
can Roof Truss company after hav- 
ing served over three years in the 
Army Air forces. 


J. E. BRICKENDEN has_ been 
named district sales manager and 
E. J. MACK commercial cooking 


UO MIWS 


equipment specialist for the Cleve- 
land district, Edison General Elec- 
tric Appliance company. 


BERNIE G. SILBERSTEIN has been 
apopinted Ohio Valey district man- 
ager for the Ilg Electric Ventilat- 
ing company 


E. S. GRAYBILL has been ap- 
pointed manager of the acoustical 
department of the building mate- 
rials division of the Armstrong 
Cork company, Lancaster, Pa. 


MARX HYATT, San Francisco dis- 
trict sales manager of the Ameri- 
can Lumber and Treating company, 
has resumed his duties following 42 
months of military service. 


Recently discharged from the 
Navy as a Lieutenant (j.g.) RALPH 
HuFF JR. has rejoined the Insulux 
products division of Owens-Illinois 
Glass company. 


Appointment of REGINALD T. 
TITUS to the position of executive 
secretary of the recently organized 
Pacific Lumber Remanufacturers’ 
association has been announced at 
Seattle. 


U. L. PLAIN has been apopinted 
assistant to the vice president in 
charge of sales for the Minnesota 
and Ontario Paper company, Min- 
neapolis. 


G. GORDON LLOYD has been ap- 
pointed general superintendent of 
the Buffalo plant for Wickwire 
Spencer Steel, succeding ALVIN F. 
FRANZ. 














FOR SALE 


5800 S. Boyle Ave. 


—_— 





Ponderosa Pine 


Wholesale ceiling prices— 
Car lots—Direct shipment. 


In exchange for Southern or Appalachian 
hardwood to be bought on same basis. 


| Penberthy Lumber Co. 


Los Angeles 11, Calif. 
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Company Changes 
The Johnson Country Lumber 
company and the Wilkinson planing 


mill, Franklin, Ind., will consoli- 
date April 1 and will be known as 
the Indiana Demountable Housing, 
Inc., a subsidiary of the Midland 
Building Industries, Inc. 


Christy Company, Inc., producers 
of Centraz products, St. Louis, will 
move its offices on April 1 to 4464 
Duncan avenue, St. Louis 10. 


The heating and ventilating divi- 
sion of Evans Products company, 
Detroit, has been renamed Thermo- 
Aire division. A. R. Lintern, con- 
tinues as manager of the division. 


C. L. Johnson’s interest in the 
Hall-Johnson Lumber company, 
Union, Mo., has been purchased by 
O. D. Hall, St. James, Mo., and 
John Hall. The firm will operate 
as the Hall Brothers Lumber com- 
pany. 


. . Obituaries 


A. A. BEHRENS, 69, assistant 
secretary, St. Louis Sash and Door 
works and who was. with the com- 
pany for 52 years, St. Louis, Mo.— 
March 20. 


FRED G. CHRISTMANN, 58, 
president, Christmann Veneer & 
Lumber company and director of 
the National Hardwod Lumber as- 
sociation, St. Louis, Mo.—March 
18. 


JAMES E. MACKIE, 47, west- 
ern manager for the National Lum- 
ber Manufacturers association, San 
Francisco, and formerly secretary 
of the Pacific Coast Building Offi- 
cials conference.—Feb. 21. 


FRANK PARKER, 56, founder 
and chairman, Iron & Steel Prod- 
ucts, Inc., Chicago, and former vice 
president of the national Institute 
of Scrap Iron & Steel, Inc., and 
president of the local organization. 
—March 17. 


ARTHUR M. PAULSON, 52, 
owner, Paulson Lumber Sales 
Agency, San Francisco.—Feb. 14. 


LANDON P. SMITH, 78, founder 
of Red Devil tools, St. Petersburg, 
Fla.—Feb. 23. 


Certain-teed Inaugurates 
Employees’ 25-Year Club 
Thirteen senior employees of the 
Chicago office of Certain-teed Prod- 
ucts corporation became charter 
members of the newly formed 25 
Year club. They are John E. Mil- 
ler, E. J. Scott, C. E. Ainsley, 
Michele Croce, C. Engelhardt, Ro- 
land Grimm, C. R. Hugentugler, 
Harry J. Lang, M. F. Brown, J. L. 
Laughlin, Roy E. Westfall, Walter 
C. Will and Harry F. Gardner. The 
affair was the first of 14 sponsored 


Whiting Stoker Outlines 
Floor, Credit Selling Ideas 


A new dealer floor plan and credit 
selling idea for Whiting Stoker 
dealers was outlined by Lionel 
Geiger of the Central Furniture 
and Appliance company at a recent 
dealer meeting, Boonville, Mo. 
Frank X. Meehan, regional sales 
manager for the Whiting Stoker 
Sales company, discussed the new 
factory advertising and sales pro- 





by the company gram for the coming year. 
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ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 
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PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 
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We're frank to say that we can’t get up much 
of an ad today about our ability to make quick 
shipments like we used to do. The fact is we 
don’t know when we’ll ever catch up. But on 
quality, it’s different. We're maintaining the 
quality of our fine, soft-textured Craig Mountain 
Pine—just as in years gone by. 


CRAIG MOUNTAIN LUMBER CO. 
Winchester, Idaho 
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Spring 1946 finds us still unable to give our 
many customers Pre War Service, since our 
reconversion has been delayed due to many 
factors beyond our control. We do ask our 
friends however to keep us in mind and soon 
we hope to be able to render the same effi- 
cient service for which our organization has 
been outstanding for many years. 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, ill. 











Mr. Manager -- 


Keep files on important mat- 
ters at your finger tips in 
this desk-side MANAGERIAL 
FILE. Real time saver, work 
organizer. Double locks. At- 
tractive appearance. Well 
constructed. On rubber cast- 
ors. Drawer ball-bearing. 
Send for folders. 


Northwest Metal Prods. Co. 











1337 E. Mason, Green Bay, Wis. 








MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 


ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





LEMIEUX BROS., INC. 


FORESTERS-TIMBER ESTIMATORS 
APPRAISERS—CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








~ Since 1922 
THE DAD & LAD ®&: 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


if Factory and Executive Offices 
NEW LENOX, ILLINOIS 














HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Sngineering Service and Estimat i 
Obligation — Send Us ny Me ee 











BALSA 


Again available without priorities 
er ether restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO... .222 Balter Bia 
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“dH. E. Webster Lumber Co. 
Kansas City, Mo. 











ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification. with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind” advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 


WANTED by large line yard operator, Pp 
tent draftsman and small building architect. 
State experience, salary required first letter. 
Write Box N 52 AMERICAN LUMBERMAN. 


MILLWORE SUPERINTENDENT 


Old. established Florida Millwork concern 
wants to employ experienced Superintendent 
for Millwork Plant. Must be experienced in de- 
tailing and billing and cost ——- Good 
living conditions. Good job for right 
Address P-41, American Lumberman. 


WANTED—Planing Mill Machine Man with 
resaw experience. Permanent position. May 
Lumber Company, 1201 Brighton Road, Pitts- 
burgh 12, Pa. 


MOULDING BUYER WANTED 


Large progressive firm has good opportunity 
for energetic live wire who can produce re- 
sults. Must have knowledge and contacts with 
West Coast mills. We use Ponderosa Pine 
only. All replies confidential. State age, ex- 
perience and salary expected. Address R-48, 
American Lumberman. 


Campbell Coal Company, P. O. Box 1498, At- 
lanta 1, Georgia, has an opening for a man 
experienced in detailing and billing into spe- 
cial millwork plant. Seqtionst should be 
honest, sober, dependable, healthy, have 
igh hool ed ti or equivalent, good 
character references, be thoroughly exper- 
ienced in this work, and 48 years of age or 
under. This job offers permanency and ad- 
vancement to man who answers the quali- 
fications. 





























Wanted: A good competent man to take 
charge of personnel, stock flow and general 
supervision of plant. Good wages. Steady 
work. Address R-50, American erman. 


MILLWORK SUPERINTENDENT: Established 
Omaha millwork concern wants to employ 
superintendent for special millwork ant. 
Must be experienced in detailing and billing, 
Must understand care and operation of all 
woodworking machines and be capable of 
teaching apprentices. Only 24 men now em- 
ployed in factory, but expect to double that 
number as men are available. Address R-51, 
American Lumberman. 








MELP WANTED 


Wanted: Young man with architectural tralia. 
ing to prepare small house plans. Alexander 
Lumber Co., Aurora, Il. 














Wanted: Competent office man. Able to esti- 
mate and draw plans. Counter sales, lumber, 
millwork, coal, etc. State age. experience, 
salary wanted and all qualifications. Subur- 
ban Chicago Yard. Address R-52, American 
Lumberman. 





Lumber yard manager for expansion of estab- 
lished firm. Salary and profit-sharing ar- 
rangement. State age, experience and salary 
requirements. Address R-53, American Lum- 
berman, 





HELP WANTED 


Lumber Buyer by long established Ohio Val- 
ley AAA rated line yard. Must have lumber 
purchasing experience with wholesaler or re- 
tailer or sales experience with manufacturer. 
Age 30-45. Excellent future. State age, ex- 
erience, references, | expected. The 
cott Lumber Company, 1112 Chapline St., 
Wheeling, W. Va. 





SAW FILER: for well equipped repair shop. 
Small circulars and bands. State experience 
and salary wanted. Milwaukee Saw Works, 
1113 N. 4th Street, Milwaukee 3, Wisconsin. 


SITUATIONS WANTED 














LET ME PLAN YOUR LUMBER YARD 
MODERNIZATION 
Engineer familiar with all phases lumber yard 
operation prepared to design plans for new 


and modernized lumber stores and ware- 
houses. Address N-28, American Lumberman. 





EXPERIENCED WHOLESALE LUMBERMAN, 


army officer, combat returnee, 26, college, 5 
years diversified wholesale experience; ener- 
getic, ambitious, excellent references; desires 
connection Southern or Western organization 
as sales representative or related affiliation, 
in New York area. Address M-54, American 
Lumberman. 





WANTED: Position as Manager. Well versed 
all phases lumber, building material. feed and 
fuel business, both manufacturing and retzil- 
ing. Address P-22, American Lumberman. 





HAVE YOUR OWN PREFAB DEPARTMENT 


Experienced man will set up aan song prefab 
department for enterprising lumber concern, 
design farm buildings, utility buildings and 
homes that will sell. Can do up to $2,000,000 
a year. Ideal for alert lineyard concer. 
Radvons N-25, American Lumberman. 





YOUNG RETAIL LUMBER MATERIAL 


and Coal Man desires connection with progres- 
sive concern, preferably in Indiana. Has had 
15 years experience as yardman, bookkeeper. 
collections, assistant manager. Presently em- 

loyed as manager. Address P-35, American 
loabeonen. 





WANTED: Position as Office Manager, Ac- 
countant, Auditor. Well versed all phases 
lumber business both manufacturing and re- 
tailing, tax matters, etc. Willing and able to 
accept responsibility. Address P-23, American 
Lumberman. 


SALESMAN, BUYER OR HARDWOOD INSPEC- 
TOR (NHLA Rules). 10 years experience. Age 
30. Health excellent. Can furnish references. 
Address R-33 American Lumberman. 








Biller, detailer, available April. Know all 

hases of custom-built millwork, design dwell- 
ings and small buildings. 18 years experience. 
44 years old. Address R-34 American Lumber- 
man. 





Millwork Executive 


Desires connection as Manager or Department 
Head. Experienced in Stock and Special. 
Manufacturing and Jobbing. Thorough knowl- 
edge of business, costs and production. Ex- 
cellent references. Would prefer locating in 
Florida or other southeastern state. Address 
R-25 American Lumberman. 





RETAIL LUMBERMAN 
Eighteen years diversified experience includ- 
ing management, sales and supervision de- 
sires position as assistant to owner or in 
other capacity where services can best be 
used. Now employed. Excellent references. 
Address R-43, erican Lumberman. 


March 30, 1946, AMERICAN LUMBERMAN 








AMERI! 


pSTRY 





) ROC 


DX I-3 





at 
lit 
REF | 
apes 


ITC 









AMERICAN LUMBERMAN for MARCH 30, 1946—PUBLISHED IN 2 SECTIONS—SECTION 2 


"APR 5 






















eoom#®™ Lil» BED ROOM 
DX 3 Al 9-6 X IN-3 | 


HALL O 
ay 


- I 
te: 2 


;REF | STOVE! 


ITCHEN 


10-6 ®% WI-3 





ERN HOM 




















































LIVING ROOM | 


16-O XK II-3 














TOK I- 


; oe : . - eo ae ae pa aig BED ROOM 
é; salt i pute a ™ : "ox 8-0 | 





gOINING 



































6.0% 6.0 Bjsm e BATH 

" [CASE 

LIVING ROOM JBED ROOM 

‘ 10-6 K 9-6 

: 

4 = 28:0" 

TERRACE 

t 

le 

le 

: 

s 

: fj 4 50 ACTUAL PHOTOGRAPHS AND FLOOR PLANS OF REAL HOUSES THAT HAVE BEEN 
et Ht Wy BUILT AND PROVED SUCCESSFUL... PLUS DOZENS OF HELPFUL IDEAS ON SELECT- 





ING THE LOT, CHOOSING THE PROPER HOME DESIGN AND ARRANGING FINANCES 





HOW TO BE A HOME OWNER 


Careful planning from start to finish assures lasting 


satisfaction; attention to details will save headaches 


OR MOST PEOPLE the thrill of building a home 
comes but once in a lifetime. Consequently, the 
prospective home owner is seldom, if ever, equipped 
by his past experience to solve all of the perplexing 
problems which confront him. He must seek compe- 
tent help and advice. 

It is the purpose of this book to give sufficient .help 
—in a broad and general way—so that prospective 
builders can be sure they are starting on the right 
track. Another purpose of the book is to explain to 
such individuals where they may seek the specific 
and detailed advice and service they will need. 

The man who wants to build a home for his family 
must know, first of all, how much he can afford to 
spend for housing. The family should then determine 
its space requirements and the general architectural 
type which seems most suitable. 

Selection of the proper lot or building site is an- 
other important task. It is then necessary to decide 
on materials. The type of flooring, roofing, siding, 
walls, windows, etc., desired must be specified. Blue- 
prints must then be chosen. Whether they are taken 
from a stock selection—or specially prepared for the 
job—they must reflect the family’s taste and prefer- 
ences. 

Then, of course, the actual contract for construction 
must be signed and financing terms arranged. 


Professional help on all these problems is available 
to the prospective home owner, but the more thought 
and effort of his own which the prospect applies to 
acquiring a home, the greater will be his satisfaction. 
He should, at the very least, acquaint himself with 
three phases of the problem: 1) selection of the lot; 
2) decision as to size and architectural type of house; 
3) arrangement of most favorable financing terms. 


Site Selection 


No matter how fine a home you plan to construct, 
remember that its actual value will be enhanced by a 
yood site, impaired by a poor site. Wise selection of 
a lot means more than searching for a pleasant view. 
Economic and utility factors must be carefully con- 
sidered. The wise home planner will investigate taxes, 
existing or planned improvements and the general 
character of the neighborhood before he purchases 
the property. 

On the purely physical side it is important that the 
lot can be prepared for the home without undue ex- 
pense. If the site is too low it may require expensive 
fill. Other factors might necessitate costly excavation 
or earth moving. The lot should be well drained and 
free from excessive dampness or other health hazards. 

The location should be readily accessible, through 


ordinary transportation methods, to places of employ- 
ment, stores, schools, churches, ete. 

Utilities and streets should be already installed or 
definitely scheduled for the near future. 

More on the aesthetic side, but equally important, 
are other factors which influence choice of a site. 
The lot will have strong appeal if it is an attractive 
part of a desirable residential neighborhood. It should 
be free from noise and traffic hazards and protected 
from other factors which will run down the area and 
depreciate the land. 

The lot should be located in a neighborhood where 
other houses are in harmony with the one you propose 
to build. This does not mean that individuality must 
be sacrificed, but the design of your home should not 
clash with others in the area, and it should conform 
generally in size and value. 


Only you and your family can decide how large a 
house you need—and even then it might be necessary 
to modify your desires to fit your pocketbook—but 
perhaps this book can help you decide which type of 
architectural design you prefer. 

Here, as always, your taste should be the deciding 
factor, but perhaps you are one of those families that 
is on the wavering line of indecision. Through prefer- 
ence you cling to some proved, traditional design, but 
fearing that the traditional might be obsolete in a few 
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years you contemplate building one of these magic, 
modernistic houses you’ve been reading about in 
magazines and Sunday papers. 

Dispel your fears. The push button house is a 
pleasant fantasy but not a practical approach to mod- 
ern living. Most of the mechanical wonders it is 
supposed to feature are but dreams. Although some 
of them are technologically possible at present, they 
would be fantastically expensive. Even their desira- 
bility is debatable. 

Many authorities who constantly study the home 
building field are convinced that most houses built in 
this postwar period will greatly resemble the best of 
prewar houses in design. It will be many years before 
significant changes appear to force the best of exist- 
ing homes into obsolescence. 

The home building industry has progressed con- 
siderably in recent years. Generally speaking, houses 
are better designed and better built than ever before. 
They’re more comfortable, more attractive, easier to 
clean and keep in repair. Adequate insulation is now 
the rule rather than the exception. Kitchens are more 
convenient and bathrooms more modern. And although 
there has been a trend towards smaller houses in the 
past few years, better design has utilized space more 
advantageously. The small house of today is more 
comfortable, convenient and livable than its larger 
predecessor of two or three decades ago. 

Distinct trends in home design are evident even 
today. Some of them are faddish—fake attempts to 
create so-called modern ideas and establish them— 
and will be forgotten soon. Other trends are worth- 
and will be better established as the years 
g0 by. 

Many observers believe that the trend to somewhat 
smaller homes is significant and will endure. It is 



















obvious that one worthwhile trend is the better 
utilization of space. Nowadays less space is devoted 
to unimportant hallways. Storage problems are sim- 
plified by more efficient closets—some of them are 


regular built in wardrobes—and _better-planned 
kitchen cabinets. Kitchens are now planned around 
modern appliances; laundries and utility rooms, 
whether on the first floor or in the basement, follow 
the same trend. Use of larger windows and glass 
areas in living and dining rooms is another worth- 
while trend. 

Your own judgment and common sense should en- 
able you to distinguish between the good and bad, the 
trends with real meaning and those which are mean- 
ingless, so you can reject that which is purely faddish. 
The indiscriminate use of glass, for example, carried 
to the point of putting entire glass walls in bedrooms 
and baths where privacy is essential, becomes mean- 
ingless. On the other hand, glass walls might be very 
appropriate in living rooms, dining rooms or studies 
looking out upon a pleasant view. 

Don’t worry too much about obsolescence. Well- 
built, traditional homes will be good for years to come, 
as will ranch house types and the sensible modern 
variations. Let your taste be the deciding factor, 
but always consider resale values. Even though you 
intend when you build to spend a lifetime in the 
house, you might at some time decide to sell. Freak 
or extreme designs seldom have high resale value. 

If you are faced with the necessity of building as 
economically as possible—yet realize that your grow- 
ing family will require more space in a few years— 
consider a one-and-one-half story house. You can 
start by finishing only the first floor. A nominal ex- 
penditure a few years hence will enable you to have 
two attractive bedrooms finished in the attic. 





What rebout Money? 


Buying a home is the largest single purchase most 


families make in a lifetime. Very few people have 
sufficient cash to buy the home outright, free of all 
encumbrances. For this reason various financing 
plans have been arranged to enable families of aver- 
age incomes and moderate means to build. Many 
lending institutions and banks have excellent plans 
available. The Federal Housing Administration, by 
insuring home mortgages, has enabled many families 
that would otherwise be renting to own their homes. 

Because of these financing plans it is possible for 
a family of moderate income to build a house by 
starting with a modest down payment, and then mak- 
ing comparatively small monthly payments over a 
period of years. In many cases these monthly pay- 
ments are no more—or even less—than rent would 
be on a similar house. 

To simplify the procedure, the monthly payments 
usually are adjusted to include interest, insurance and 
taxes as well as a sum applied against reduction of 
the mortgage. 

Thus, the family buying the house is meeting es- 
sential financial obligations connected with home 
ownership and, at the same time, constantly building 
up its equity in the house—simply by making 
monthly payments which run no higher than rent. 
After a definite time (10, 15, 20, or 25 years, depend- 


ing on the mortgage plan selected) the family has 
acquired full ownership and payments cease (except, 
of course, for taxes and insurance.) 

The G.I. Bill of Rights provides special financing 
plans for veterans of World War II. Basically, these 
plans function about the same as many of the ones 
available to civilians, except that veterans are given 
special preference in several respects. 

After the prospective home owner has selected plans 
and found out what his house will cost he should, of 
course, study carefully all financing plans available to 
him. In this endeavor he will seek advice which ap- 
plies specifically to his individual problem. For this 
reason this book makes no attempt to analyze specific 
loan plans. 

There is, however, a basic step which the home 
planner should tackle before he carries any of his 
other planning too far. He should determine how 
much of his income he can spend for a house. He can 
then find out how much house that amount of money 
will buy under available financing plans. This will 
help crystallize his thinking and narrow his search for 
home plans to the types he can afford. There is a 
table in this book to help home planners in various 
income groups determine approximately how much 
they can spend for housing. This will serve as a 
starting point, but closer computations should be made 
as the planning progresses. 

As explained on the inside back cover of this book, 
your lumber dealer can be of great help to you in all 
phases of the home planning problem. It would be 
a good idea to see him when you plan to build. 


Find your income in the center column. Read to the left to find the maximum loan 
plan which FHA will approve. Read to the right to find the recommendations of the 
more conservative lending institutions. This table is only an approximate guide. 













































































Series a 
FHA Maximum = @& INCOME => => Ultra-Conservative 
Can afford a ; 
Which will buy a] These pay- |monthly outlay f 
home valued at: ments will take} (20% of in- | ANNUAL | Can afford a | Loan Princi-| (Will buy a 
(90% loan basis) |care of 25-year} come) for INCOME: [monthly outlay|pal: (aseu home valued 
loan princi- | home owner- for home 16-yr. loan at | at: (70% loan 
pal of: ship. ownership of: 5% int.) basis) 
$1,903 $1,730 $12.50 $750 $11.25 $1,157 $1,655 
2,537 2,307 16.66 - 1,000 15.00 1.547 2,210 
5,077 4,616 33.33 2,000 30.00 3,095 4,420 
6,347 5,770 41.66 2.500 37.50 3,867 5,525 
7700 7,000 49.98 3,000 45.00 4,640 6,625 
10,155 9,232 66.66 4,000 60.00 6,186 8,840 
12,568 11,426 83.00 | 5,000 75.00 7,730 11,050 
15,229 13,845 99.96 | 6000 90.00 9,277 13,250 
iy Sayre | m 
17,767 16,152 116.62 | 7000 | 105.00 10,847 15,490 
25,300 23,000 166.00 10000 | = 150.00 15,460 22,085 
37,935 34,487 249.00 15,000 | 225.00 23,190 33,130 
50,600 46,000 332.00 | 80,000 | 300.00 30,928 44,185 
63,228 57,480 | - 415.00 | 95,000 | 375.00 38,660 55,230 
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HOUSE PLAN No. 654 

One Story—Four Rooms 
14,190 cubic feet 

Floor Area: 930 square feet 
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HOUSE PLAN No. 712 

One Story—Four Rooms 

11,100 cubic feet 

Floor Area: 740 square feet 












Cubic contents and floor areas are for com- 
parative purposes only and are not guaranteed. 
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HOUSE PLAN No. 622 

One Story—Four Rooms 

15,780 cubic feet 

Floor Area: 844 square feet 
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One Story—Four Rooms 
9400 cubic feet 
Floor Area: 672 square feet 
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HOUSE PLAN No. 620 

One Story—Four Rooms 
15,520 cubic feet 

Floor Area: 776 square feet 
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HOUSE PLAN No. 658 

One Story—Four Rooms 

14,900 cubic feet a 
Floor Area: 746 square feet | 








HOUSE PLAN No. 602 

One Story—Four Rooms 
18,400 cubic feet 

Floor Area: 900 square feet 
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HOUSE PLAN No. 600 

One Story—Four Rooms 
16,500 cubic feet 

Floor Area: 734 square feet 
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UTILITY 
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HOUSE PLAN No. 664 
One Story—Four Rooms 
10,860 cubic feet 


aa LIVING ROOM : Floor Area: 805 square feet 
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HOUSE PLAN No. 668 


One Story—Four Rooms te HALL LIVING ROOM 


15,870 cubic feet Dvo-Use {OATH 17-@ x 17-0 
Floor Area: 1064 square feet 
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HOUSE PLAN No. 618 
One Story—Four Rooms 
20,976 cubic feet 

Floor Area: 


912 square feet 4 
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HOUSE PLAN No. 616 

One Story—Four Rooms 
16,544 cubic feet 

Floor Area: 768 square feet 





HOUSE PLAN No. 778 

One Story—Four Rooms 

20,640 cubic feet 

Floor Area: 1032 square feet 
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HOUSE PLAN No. 752 

One Story—Four Rooms 
16,600 cubic feet 

Floor Area: 708 square feet 









































————— - HOUSE PLAN No. 644 
Ko Tseace pO | One Story—Four Rooms 
KITCHEN nung £O ROOMF | 14,170 cubic feet 


Floor Area: 800 square feet 


13-0 x 10-10 











| 


| iil 
GARAGE ne 
i26x19-0 





—— 30:0-—— 














LIVING ROOM KITCHEN 
| 15-O X 13-6 4-6 X -0 
OINING SPACE 
HOUSE PLAN No. 692 
One Story—Four Rooms 
11,155 cubic feet 
Floor Area: 730 square feet 
































(apettes 


HOUSE PLAN No. 758 
One Story—Four Rooms 
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HOUSE PLAN No. 728 

One Story—Five Rooms 

23,400 cubic feet 

Floor Area: 1064 square feet 


BED ROOM “eg DINING 


12-6 X (2-0 I= ee 4-0 K 12-0 








LIVING ROOM 


19-@ X 12-6 nes 


BED ROOM 


-O XK 13-6 








LIVING ROOM GARAGE 
19-6 X 12-6 U-4 XK 20-8 


HOUSE PLAN No. 738 

One Story—Four Rooms 
21,350 cubic feet 
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One Story—Five Rooms 
15,660 cubic feet 
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HOUSE PLAN No. 702 
One Story—Five Rooms 
20,370 cubic feet 


Floor Area: 970 square feet 
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HOUSE PLAN No. 666 
One Story—Five Rooms 
we 16,370 cubic feet 
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HOUSE PLAN No. 628 

One Story—Five Rooms 
18,780 cubic feet 

Floor Area: 864 square feet 











HOUSE PLAN No. 700 
One Story—Five Rooms 
21,600 cubic feet 

Floor Area: 944 square feet 
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HOUSE PLAN No. 744 

One Story—Five Rooms 

24,150 cubic feet 

Floor Area: 1040 square feet 
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HOUSE PLAN No. 704 
One Story—Five Rooms 
22,620 cubic feet 
Floor Area: 

1020 square feet 
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HOUSE PLAN No. 648 

One Story—Five Rooms 

25,800 cubic feet 

Floor Area: 1172 square feet 
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One Story—Five Rooms 

24,970 cubic feet 
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HOUSE PLAN No. 742 
One Story—Five Rooms 
24,900 cubic feet 


Floor Area: 1076 square feet 
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HOUSE PLAN No. 718 

One and One Half Story—Five Rooms 
18,720 cubic feet 

Floor Area: 1400 square feet 
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thrill of building your — 
own home can come much © 
sooner if you prepare 
carefully in advance. 
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HOUSE PLAN No. 678 
One and One Half Story—Six Rooms 
22,500 cubic feet 
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HOUSE PLAN No. 766 21-0 X 13-0 
One and One Half Story —Six Rooms 
21,000 cubic feet 
Floor Area: 1474 square feet 
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HOUSE PLAN No. 642 


One and One Half Story—Six Rooms 


25,570 cubic feet 
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HOUSE PLAN No. 670 
One and One Half Story—Six Rooms 


1300 square feet 
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HOUSE PLAN No. 722 

One and One Half Story—Six Rooms 
20,780 cubic feet 

Floor Area: 1446 square feet 
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HOUSE PLAN No. 788 
One and One Half Story—Six Rooms 
24,575 cubic feet ; 
Floor Area: 1540 square feet 
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HOUSE PLAN No. 710 

Two Stary—Six Rooms 
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Floor Area: 1800 square feet 
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HOUSE PLAN No. 730 

Two Story—Six Rooms 

26,950 cubic feet 

Floor Area: 1692 square feet 
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HOUSE PLAN No. 756 

Two Story—Seven Rooms 
26,500 cubic feet 

Floor Area 1700 square feet 
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